






SS ene wces SOCNT TITAN 


peNATIONAL UNDERWRITER. 











ember 19, 1959 —The National Weekly Newspaper of Life and A&S Insurance— 30¢ a copy 
d Year, No. 51 Published weekly (with two extra issues in September) at 175 W. Jackson Blod., Chicago 4, Mlinois. $7.50 a year 
== 








C-LIA Joint Group Committee 


poses Beers Unit On Four Points 


w YORK—tThe so-called high- 
] joint committee on reexamination 
oup policy of 
prican Life 
vention and 
e Insurance 
n, headed by 
S. Beers, 
ident of Aetna 
, has presented 
regress report 
ining several 
lative recom- 
nations which 
known to be 
bsed by the 
ding ALC-LIA 
t group committee under Chair- 
nJ. C. Archibald, vice-president of 
tkers Life of Iowa. 
ir. Beers, who presented the report 
he informal discussion session dur- 
LIA’s annual meeting here, point- 
ut that although called “a progress 
prt,” it is fairly close to being the 
tial committee’s final version. He 
ised his audience, however, that he 
not precluding the possibility that 
report would again be changed, 
it has been since Mr. Beers, last 
tember, informed the then Presi- 
t Oren D. Pritchard of NALU of 
contents of a tentatively agreed 
series of recommendations. 


Henry S. Beers 


ersed Its Stand 


ince then, the Beers committee has 
prsed its recommendation for sup- 
t by ALC and LIA for writing 
ip coverage on members of pro- 
jional societies. The latest report 
mmends opposing this form of 
lp coverage. 
e joint standing committee, under 
Archibald, Mr. Beers said, did not 
with the high-level committee 
four of its recommendations for 
' lation. 
ecifically, Mr. Beers said, there is 
d deal of opposition in the Arch- 
'd committee to the Beer’s commit- 
s position that it favors or does not 
jose writing group coverages on 
\tiple-employer “trusteed” groups 
na (a) the fund is established 
tly by one or more employers and 
!or more labor unions; or (b) the 
d is established by one or more 
br unions; or (c) the fund is estab- 
ed by two or more employers in 
same industry, provided a major- 
of employers in the fund are lo- 
fd within the state in which the 
ip policy is delivered.” 





Of Contention 


he bone of contention here is in the 
phrase which, Mr. Beers said, the 
hibald committee objects to on the 
ds that the type of case being 
sidered here would quite often 
e to be written on many employers 
fred equally or near-equally 
tughout several states. 
he Archibald committee, according 
lr. Beers, also objected in a lesser 
fee to the Beers committee’s rec- 
hendation to oppose the following 


XUM 





forms of group coverage: 

—Multiple-employer groups cover- 
ing more proprietors than employes. 

—Group insurance supplements to 
mutual fund shares purchased on the 
installment plan. 

—Group covering members of pro- 
fessional societies. 

The latter form is the one in which 
the Beers committee reversed itself 
and also reversed the recommenda- 
tions of its own subcommittee on lat- 
eral extensions, under Chairman 
Charles J. Zimmerman, president of 
Connecticut Mutual Life. 

The Archibald committee, in a memo 
to the Beers committee, which Mr. 

(CONTINUED ON PAGE 2) 


Civil Service Unit 
Picks Aetna Life 
To Write A&S Plan 


WASHINGTON—The U. S. civil 
service commission has selected Aetna 
Life to write the business on the in- 
demnity benefit plan under the federal 
employes health insurance program. 
The commission said a contract is ex- 
pected to be signed with Aetna by 
March 1. 

The commission also said that Aetna 
was selected to administer this phase 
of the program after careful considera- 
tion of other eligible companies and 
because it is the largest company in 
the A&S field which operates on a 
decentralized basis. 

Under the program, federal em- 
ployes may select either the indemnity 
benefit plan or one of three others— 
a service benefit plan written by Blue 
Cross-Blue Shield, approved plans of 
federal employe organizations and ap- 
proved comprehensive medical plans 
that may be offered by individual as- 
sociations such as Group Health Assn. 
in Washington or the Keyser plan on 
the West coast. 





Buda Resigns Detroit 
Managerial Position 
With New England Life 


John W. Buda has resigned his post 
as manager for New England Life at 
Detroit. Mr. Buda said his personal and 
business plans have not yet crystallized, 
but will be announced at a later date. 
Until his successor is named, New Eng- 
land Life will operate the agency. 

The Buda agency, which started 
from scratch in 1956, has grown to one 
of the company’s largest field units. 
In 1958, its total sales were $17.5 mil- 
lion. At its present rate of production, 
its sales should total some $13 million 
in 1959. 

Mr. Buda, a native of Detroit, has 
been active in life sales and manage- 
ment since 1948. He was recently ap- 
pointed an advisor on the basic college 
committee at Michigan State Univer- 
sity. 


New Titles For 33 
Executives Jan. 1 


At Metropolitan 


NEW YORK—Metropolitan Life has 
to 


advanced three vice-presidents 





Edwin C. McDonald Malvin E. Davis 


senior vice-presidents, five 2nd vice- 
presidents to vice-presidents, four 3rd 
vice-presidents to 2nd vice-presidents, 
given its secretary and its treasurer 
the additional title of vice-president 
and conferred new titles on 19 other 





Karl H. Kreder 


Reinhard A. Hohaus 


members of its official family, all ef- 
fective Jan. 1. 

Following are the executives in- 
volved and their new titles: 

Edwin C. McDonald, vice-president 
in charge of group insurance since 
1953 and with the company since 1925, 
named senior vice-president. 

Malvin E. Davis, vice-president and 
chief actuary in charge of actuarial 

(CONTINUED ON PAGE 2) 


Life Insurers That 
Seek Multiple-Line 
Role Will Be Heard 


Jan. 14 Is Date Of N. Y. 
Legislative Hearing By 
The Condon Committee 


NEW YORK—Jan. 14 has been se- 
lected as the date of a legislative 
hearing that could lead to a develop- 
ment of top importance—the writing 
of general insurance lines by life com- 
panies or their wholly owned subsidi- 
aries. 

The hearing will be held at 10:30 
a.m. at the New York County Lawyers 
Assn. Building, 14 Vesey Street, New 
York City, by the joint legislative 
committee on insurance rates and regu- 
lation, headed by Sen. Condon of Yon- 
kers. 


Two General Approaches 


There are two general approaches to 
the problem. One would be to broaden 
the writing powers of life companies 
to include fire and casualty. The other 
would be to change the investment 
limitation statute to permit life com- 
panies to own control of fire-casualty 
insurers and modify the provision 
restricting life companies to life, A&S 
and annuity policies, so that owning 
control of a fire-casualty insurer would 
not be held to be in conflict with this 
restriction on writing powers. 

The life companies that are inter- 
ested in getting into fire and casualty 
are understood to favor the wholly- 
owned subsidiary method. For one 
thing, it would probably be regarded 
by legislators as a less radical idea. 
This would be doubly important for 
companies domiciled in other states 
and licensed in New York. 

A more basic reason is that the writ- 
ing of general lines in a separate sub- 
sidiary would limit the life company’s 

(CONTINUED ON PAGE 14) 
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Adlai Stevenson, right, twice Democratic candidate for president, addressing 
the recent annual meeting of Institute of Life Insurance at New York. At left 
is James F. Oates Jr., president of Equitable Society, who introduced Mr. 
Stevenson, and next to him is Howard Holderness, president of Jefferson 
Standard Life, outgoing chairman of the institute. 
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ALC Promotes Four 
In Staff Positions 


Four staff members of American 
Life Convention were promoted at the 
meeting of the executive committee 
held in New York. C. Clark Bryan, as- 
sistant general counsel, was named as- 
sociate general counsel. Frank D. Lo- 
gan, assistant actuary, was promoted to 
associate actuary. Wendell K. Simpson 
and Richard E. Vernor, attorneys, were 
given the title of counsel. Mr. Vernor’s 
promotion was detailed in last week’s 
issue. 

Mr. Bryan joined the ALC staff in 
1945, was named attorney in 1946 and 
promoted to assistant general counsel 
in 1951. He received his bachelor of 
arts degree at Grinnell College and 
his law degree from Harvard Law 
School, after which he was employed 
by Guardian Life in 1934-35. In 1936 
he went with the law office of E. C. 
Sherwood in New York City and in 
1941 joined Paul Revere Life. 

He is presently a vice-chairman of 
Health Insurance Council, is a mem- 
ber of a number of committees of the 
American and Chicago Bar Assns. 
and is a member of Assn. of Life 
Insurance Counsel and the ALC Legal 
Section. He is admitted to practice in 
New York, Massachusetts and Illinois 
and the U. S. Supreme Court. 

In addition to his Health Insur- 
ance Council reponsibilities, Mr. Bry- 
an is editor of the ALC Legal Bulletin 
and participates in state legislative 
activities. As associate general coun- 
sel, he will assist Ralph Kastner, gen- 
eral counsel, in the administration of 
the Chicago legal staff. 

Mr. Logan joined ALC as assistant 
actuary in 1957. A native of Scotland, 
and an honors graduate of University 
of Glasgow, he went to Canada after 
graduation, where he joined Sun Life 
of Canada and served in the actuarial, 
group, pensions, and other depart- 
ments of the company. For five years 
he was on the staff of the company 
president, and later, as assistant comp- 
troller, did expense analysis and con- 
trol work. He is an associate of Society 
of Actuaries and has been active in 
committee work with LOMA and 
LIAMA. 

Mr. Simpson joined ALC in 1940 
and for two years was engaged in le- 
gal research. Following military serv- 
ice, he returned to ALC in 1946 as 
assistant attorney and in 1952 was 
named attorney. His responsibilities 
included editing the Convention’s 
Life Insurance Law Digest service, 
compiling and editing the Valuation 
and Policy Form Manual service, as 
well as staff activities in connection 
with state legislation. As counsel, he 
will assume responsibility for matters 
of taxation of life insurance compa- 
nies at the state level. 

A graduate of DePauw University 
and of Northwestern University Law 
School, he is a member of Chicago 
Bar Assn. and of the ALC Legal Sec- 
tion. 


SEC Accuses P. H. Meade 

Philip H. Meade, president of Farm 
& Home of Indianapolis, an A&H 
insurer, is on trial with three other 
men on charges of violating SEC re- 
gulations. It is charged that Mr. Meade 
conspired to sell securities interstate 
without the required registration with 
SEC in the case of $785,000 worth of 
stock. He is accused of. transporting 
stock from Indiana to Illinois. Co- 
defendants with Mr. Meade include 
E. B. Shelton, a director of Farm & 
Home. 


HieNATIONAL UNDERWRITER 


Beers Unit Conflicts On Four Points 
With ALC-LIA Standing Group Committee 


(CONTINUED FROM PAGE 1) 


Beers read to his audience at the LIA 
meeting, said that some of the high- 
level unit’s legislative recommenda- 
tions severely restrict “some forms of 
group coverage that are currently in 
demand and are being underwritten 
on a sound basis by reputable insur- 
ance companies. This raises serious 
questions as to the advisability of some 
of the legislative action contemplated 
which presumably would be taken in 
the name of the life insurance indus- 
try. 


Condemns Limitations 


“The life insurance industry has an 
obligation to serve the insurance needs 
of the public in the most effective and 
economical way possible. In a free en- 
terprise system, opportunity should be 
given to the companies in the business 
to experiment with different methods 
of providing coverage for the public. 
We should condemn any legislative 
limitations on our productive capacity 
unless they are in the public interest. 

“Any particular company should be 
free to refuse to offer any type of in- 
surance. However, if there is a legiti- 
mate insurance need and some insur- 
ance companies wish to offer the cov- 
erage, we believe that they should be 
permitted this option.” 

The full text of the progress report 
of the joint ALC-LIA committee on 
reexamination of group policy (Beers 
committee) follows: 

“The two principal subjects of our 
deliberations have been large amounts 
of group life insurance on individuals 
and the so-called question of lateral 
extensions (meaning to what types of 
special groups should legislative per- 
mission to issue group policies be ex- 
tended). 

“A subcommittee on lateral exten- 
sions, consisting of seven members 
representing a wide range of type of 
company, with Charles J. Zimmerman, 
president of Connecticut Mutual, as 
chairman, made a careful study of the 
subject and reported their recommen- 
dations on Feb. 27. A copy of this re- 
port is available from the association 
office. 

“Our committee accepted most of 
the recommendations of the subcom- 
mittee, subject to further definition 
and clarification in some cases; al- 
though in one instance we first ac- 
cepted and later rejected a recommen- 
dation. 

“Our committee followed the sub- 
committee in taking the position that 
it favors, or does not oppose, the fol- 
lowing special forms of group life in- 
surance: 

“1, Multiple-employer ‘trusteed’ 
groups where (a) the fund is estab- 
lished jointly by one or more employ- 
ers and one or more labor unions; or 
established by two or more employers 
in the same industry, provided a ma- 
jority of the employers in the fund are 
located within the state in which the 
group policy is delivered. 

“2. Groups covering dependents of 
employes, provided the coverage is 
limited in amount and a suitable con- 
version privilege is provided. 

“3. Groups covering independent 
contractors who are not employes. The 
intent here is to include groups of per- 
sons bearing a quasi-employment rela- 
tionship to the policyholder although 
legally not employes. 

“4. Group credit life insurance on 
real estate mortgages, provided that a 


suitable conversion privilege is pro- 
vided in the event of the sale of the 
mortgage by the policyholder-lender. 

“Our committee followed the sub- 
committee in opposing the following 
forms of group life insurance: 

“1. Multiple-employer groups where 
the employers are associated together 
solely by reason of being customers 
of the master policyholder. 

“2. Multiple-employer groups where 
the employers are associated together 
by reason of common membership in 
a local chamber of commerce, manu- 
facturer’s association or similar orga- 
nization. 

“3. Multiple-employer groups cov- 
ering more proprietors than employes. 
~ “4, Groups of less than 10 lives. 

“5. Groups covering members of fra- 
ternal, social, service and similar or- 
ganizations. 

“6. Group insurance supplements to 
mutual fund shares purchased on the 
installment plan. 

“7, Double-dollar plans. 

“8. Group life insurance made avail- 
able in redemption for trading stamps. 

“9. Groups covering members of 
professional societies—this is the case 
in which the committee reversed the 
recommendation of the subcommittee. 


Decision Not Unanimous 


“Not all of the foregoing recommen- 
dations were unanimous, and a num- 
ber of company members of the asso- 
ciation and convention are opposed to 
one or another of these recommenda- 
tions. The committee hopes that the 
recommendations constitute a reason- 
ably middle-of-the-road position, and 
feels that its recommendations can be 
supported as being in the public inter- 
est before legislatures considering new 
legislation. 

“The state by state consideration of 
legislative questions should be the 
function of the legislative committee, 
acting after receiving the advice of 
the group insurance committee. In 
each case the question of protecting 
group policies already in force from 
the adverse effect of new legislation 
should be considered. 


No Ruling On Group Limits 


“On the question of large amounts 
of group life insurance on individuals, 
we came to the conclusion at our 
meeting of Sept. 17 that we should 
recommend no limitation. It was voted 
at our meeting of Nov. 16 to reconsider 
that conclusion. A subcommittee was 
appointed to consider this subject and 
to discuss it further with a subcom- 
mittee appointed by the group com- 
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New Titles For 33 
Met Executives 


(CONTINUED FROM PAGE 1) 
operations relating to personal j 
ance and annuities, named se 
vice-president and chief actuary, 
has been with the company gj 
1923. 

Reinhard A. Hohaus, vice-presiq 
and chief actuary in charge of q 
arial operations relating to group ; 
surance and pension programs, n: 
senior vice-president and chief 
tuary. He has been with the comp 
since 1921. 

William J. Barrett, secretary, 
Eugene A. Schmidt Jr., treas 
have been given the additional tj 
of vice-president. 

Second vice-presidents advanced 
vice-presidents are Norman Carpd 
ter, city mortgages; Karl H. Kred 
personnel; H. Hugh McConnell, j 
vestments; Charles A. Siegfried, gro 
insurance, and John C. Timmernd 
personal life insurance. 


Four 3rd V-Ps Promoted 


Third vice-presidents appointed 
vice-presidents are George R. Be 
Canadian head office; Arnold 
Brown, assistant resident mana 
Pacific Coast head office; Milton 
Ellis, insurance relations, and Jo 
F. Flood, field personnel officer. 

Appointed 3rd _ vice-presidents 
Damian J. Hogan, farm mortga 
Gordon Randall, Canadian head 
fice, and John H. Thompson, Pac 
Coast head office. 

The other Jan. 1 appointees 
their new titles are Dr. Paul I. Robi 
son, medical director; George 
Campbell, actuary; John W. M 
and Dr. Lydia G. Giberson, assis‘ 
vice-presidents in the field mana 
ment department; J. B. Gardi 
A. F. Lebourveau and P. A. Rabe 
associate actuaries; F. W. Elley, R. 
Johansen and C. H. Jones, assis 
actuaries, and M. J. Civetta, H. 
Coats, R. L. Hagmann, E. W. Hendri 
son, B. G. Hildebrand and H. J. M 
ler, assistant general counsel. 





























































mittee of NALU. 

Our committee also discussed the 
rect writing of group insurance wi 
out commissions, or at specially 
duced commissions. Our commi 
regards this issue quite seriously 
believes that the placing of insur 
without commissions (or at speci 
reduced commissions), and at the s 
time reflecting the absence (or sp 
reduction) thereof in the price to 
buyer, is a form of unlawful reb 
No question of reexamination of gr 
policy is here involved, since the a 
ciation and convention are obvio 
opposed to unlawful rebates.” 








At ceremonies 
honoring United 
Life & Accident’s 
home office staff 
and field force up- 
on the company’s 
achieving $400 
million of life in- 
surance in force 
are, from left, 
Douglas B. Whit- 
ing, president; 
Dudley W. Orr, 
chairman; Donald 
Knowlton, New 
Hampshire com- 
missioner; H. V. 
Staehle, field man- 


agement vice-president, and General Agent Leonard B. Sirlin, Philadelp 
chairman of the general agent’s advisory committee. United completed its ¢ 
of $400 million in force 14 months ahead of its original schedule. 
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ON ALL MODELS! 





BRING IN YOUR CRAMDON 

WHATEVER THE YEAR~ 
FOR INSTALLATION 
OF ALL THE LATEST 


POWER EQUIPMENT! 





POWER STEERING NOW RETROACTIVE 














LIFE INSURANCE EDITION 


































You'll never see a sign like this in an automobile 
showroom. But in terms of life insurance that’s just 
about the kind of consideration a New England Life 
policyholder gets. 

In other words, a man doesn’t have to buy a new 
policy in order to benefit from many of the new de- 
velopments in the New England Life contract and 
coverages. This is among the wonders of our business 
...and one that is impractical for other businesses to 
provide for even their most loyal customers. 


Following is an itemization of the new benefits for 
old New England Life policyholders 
1. Reinstatement privilege liberalized for policies on ex- 
tended insurance 
2. Refund of premium paid beyond the policy month in 
which the insured dies 





3. Accidental death benefit rider automatically liberalized 
to provide double benefit if accidental death occurs in a 
public conveyance 


4. Premium-Paying period shortened on 20 and 25-year 
Family Income riders 


5. Premium-Paying period shortened on 20-year term 
riders for Mortgage Protection 


6. Change of plan liberalization now permits change to 
plans with fewer than 10 premium payments remaining 

7. New Change privilege simplifies converting Ordinary 
Life issued at age 45 or under. Difference in reserves pay- 


able in installments over 10-year period 


8. Maturity value of Endowment and Retirement Income 
policies may now be accumulated at interest for 10 years 
to provide deferred income 


9. New level dividend system on settlement options 


NEW ENGLAND 


THE COMPANY THAT FOUNDED MUTUAL 
LIFE INSURANCE IN AMERICA *« 1835 











SPECIAL INCOME 
FOR LIFE POLICY 


combines maximum protection 
with flexible retirement benefits 


Insurance coverage to age 65, then choice of three options: 


(1) Income for life (120 months certain and continuous) of 
$5.00 per $1,000 face amount for men; $4.45 for women. 


(2) Paid-up life policy for face amount, plus $58.23 per 
$1,000 in cash. No evidence of insurability required. Full 
range of optional modes of settlement applicable to cash 
values on paid-up life policy. 


(3) Cash for $812 per $1,000 face amount. Payable in one 
sum or under full range of optional modes of settlement. 


Minimum policy $5,000 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 

















Work Of 60,000 Agents Is Wasted 
By Toll Of Lapses And Surrenders 


The work of 60,000 quarter-million- 
dollar producers is frustrated by the 
annual toll of lapses and surrenders, 
Elmer L. Nicholson, 2nd vice-president 
of Connecticut General Life, told the 
recent annual meeting of LIAMA dur- 
ing a symposium that he moderated 
on the problem of lapses. Following 
are excerpts from his talk. 


Since we met a year ago in Chicago, 
over $15 billion of ordinary insurance 
has been lapsed or 
surrendered. This 
is truly fantastic 
and beyond my 
ability to compre- 
hend. 

If an agent av- 
eraged $250,000 in 
a year, this means 
that the creative 
sales effort of 60,- 
000 such agents 
went down the 
, drain since we left 

E. L. Nicholson the Edgewater 
Beach in 1958. Down the drain with it 
went policy-owner dollars, valuable 
protection, careful savings plans, in- 
come to agents and field people, not to 
mention investment dollars and profits, 
or should I say increase in surplus 
for the additional protection of policy- 
owners. The work of 60,000 agents lost 
—when there are only about 200,000 
in the business. 


Big Jump In 1958 


And yet, even though lapses and 
surrenders have been climbing stead- 
ily since 1950, there were very few 
voices raised until the big jump came 
in 1958. This pushed us to a new lev- 
el, reminiscent of the depression 
years of the ’30s. Then there was a 








WET 
with 


a future that now can be yours 


AS A GENERAL AGENT 


of the Central Standard Life Insurance Company | 


a A NEW CAREER CONTRACT OFFERS YOU — | 


Completely Vested Renewals for the 
premium paying period of the policy 
Substantial Override for General Agents 
Accident and Sickness Plans — 

“Your partner for Life” 

High Value Low Premium Life Plans 
Top First Year Commissions 


future... 


Agency Director. 


*‘The secret of success is Constancy to Purpose”’ 


Our success has been achieved with our career men and women. 


See for yourself—Write or wire today for your 
“new approach” agent’s kit. Get full details by 
contacting your local Central Standard General 
Agent or: John M. Laflin, Vice President and | 

Surplus: $14,591,874 | 


With Central Standard You Enjoy 

* working with an agent-agency 
building organization 

* company sponsored education 

* tested-proven direct mail aids 

¢ liberal underwriting 





Benjamin Disraeli 


In Force: $357,405,420 
Assets: $107,284,880 





Founded 1905 





CENTRAL STANDARD LIFE 


INSURANCE COMPANY 
211 W. Wacker Drive Chicago 6, Illinois 
Life - Accident - Sickness 


pamper 


flaring of conversation. But, as 
moved into 1959 and the curve st 
back down, all the dust settled 
all we sales managers went back 
cur main concern—putting more 
business on the books. 

Our problem, in my opinion, is 
erosion of fundamental concepts 4 
wars, depressions and inflations ¢oj 
not dent in 200 years. Let me jj 
some questions. 


Hits ‘More-Bigger’ Compulsion 


What effect has the recent nm 
dash, for volume at any price had 
persistency? This could be at 
heart of our problem—the ‘“more-h; 
ger” compulsion of the sales manag 
aided and abetted by the “more-j 
ger” emphasis that management pla 
on him. Does this “more-bigger” ¢ 
plex erode the cash value permane 
of our institution by substituting { 
rental of protection through term ; 
surance for the ownership pring 
of the permanent plans, by substity 
ing the temporary solution and exg) 
ing it as the thing to do, the best ph 
in the business? 

The bank loan and minimum 
posit plans certainly promoted m 
business, but did they scoff at the j 
stitution of life insurance by maki 
a joke out of cash values? And wh 
we make jokes at fundamental pri 
ciples are we not cheapening and 
valuating the worth and role of 
life insurance? 


Trend Away From Professionalism? 






















Is there a trend away from prof 
sional salesmanship with men dedica 
ing their lives to seeking out client 
exposing their needs and patiently o 
fering solutions to these needs? If y 
say, “Not so,” how do you accou 
for preferential policies? Buy a bay 
gain? Cheaper by the dozen? Term! 
nate your old and buy a family play 
Is there too much emphasis on “onj 
$25 per month,” “easy to own?” 

Are we ashamed to say that an) 
thing of value has a price tag? Aj 
we becoming too weak, too timid j 
sell a man on personal planning if 


Turning to methods, I would : 


his only economic defense agai 
death, disability and old age? And 
the heart of that defense is saving- 
saving through permanent, cash valij 
insurance? 
Let us look at our new image thi 
we have created for John Q. Publi 
(CONTINUED ON PAGE 16) 











Levering Cartwright 
INSURANCE STOCKS: 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 

Board of Trade Building 
Chicago 4, Illinois 

WAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 
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LIFE Swim pio. 


nearly two and a half 
million dollars of paid business 


every 24 hours 


throughout the year...is our 1959 record 


(all individual policies) 


continued proof of the soundness 
of our agency system based on the conviction 
that the most important individual 


in our company is the man who makes the sale 


Anagent cannot long travelat a faster gait than the company he represents 


Lhe P piendly 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over Jbree Billion Five Hundred Million Dollars of Insurance in Force 











table and a 242% interest consumption. 

The computations make use of the 
two-year preliminary term method 
with durations through age 99 calcul- 
ated at the following issue ages: daily 
hospital benefit, ages 15 to 77; surgical 
expense benefit, ages 15 to 62; miscel- 
laneous hospital expense benefit, ages 
15 to 77, and maternity benefit, ages 
15 to 44. 


Has Commutation Functions 


The book of tables, consisting of 100 
pages, with commutation functions, 
net premiums and mid-terminal re- 


Tables Of Mid-Terminal 
Reserves For Lifetime A&S 
Benefits Made Available 


Tables of mid-terminal reserves for 
lifetime hospital and surgical expense 
benefits have been made available 
through Health Insurance Assn. and 
the Kansas City consulting actuarial 
firm of Nelson & Warren. 

The tables, prepared for members of 
HIA, are based on the 1956 inter- 
company hospital and surgical tables 
combined with the 1941 CSO mortality 


VEL IAW BA December [J, 
serves, costs $5 a set, and is available 
through Nelson & Warren, 612 West 


47th Street, Kansas City 12, Mo. 


Thurman Is Reappointed 


Kentucky Commissioner 

Cad P. Thurman, Kentucky com- 
missioner, whose future was in doubt 
following the election, has been re- 
appointed by the new governor, Bert 
Combs. 


Republic Natl. Employes 
Dress Christmas Dolls Fo; 
Underprivileged Children 


About 400 underprivileged yo 
sters in the Dallas area will be be 







November sales of Indianapolis Life 
were 25% above November, 1958. 





some men will never 
want to go in 


business for themselves 


Perhaps we should have said most men. 


There is nothing wrong with this. Business 
organizations, largé’and small, need 
able men, and will pay for them, Many a man 
finds a fine and satisfactory career on another man’s payroll. 


But some men are so sure of their ability to make 
their brains pay them a direct profit—so impatient of the 
delays and compromises involved in working for 
somebody else—that they cannot rest until they are running 
their own business. 


They save and scrimp to get the capital they need, 
and away they go. America needs these men. They are the 
yeast in the national bread. 


It happens that they make good life insurance agents. It 
happens also that life insurance selling, which requires minimum 
capital, but a maximum of those important personal qualities, 
is a fertile field for these men—for these invaluable 
men of independent spirit. 


This company has built its sales and service organization of 
men who possess that spirit. It makes available to them a wealth 
of practical experience in meeting and solving the problems 
peculiar to the man in business for himself—problems in capital, 


know-how and market. It does everything in its power to help them 


succeed in their own right as independent small businessmen—in 
a country which needs independent small businessmen 
in larger numbers than ever before. 


(This message by N/W National first appeared in insurance trade journals in 1945) 


N/W NATIONAL 


ife Insurance for Living 


NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY 














ficiaries this Christmas of the 0) 
ation Doll Dressing project of h 
office employes of Republic Nati 
Life. Employes have been gather 
and dressing dolls since Septem 
for distribution by the Salvation A 
This is the third year the company 
undertaken the charitable project. 

In the picture are Misses The 
Cates and Judy Landers—two of 
“living dolls” who are taking par 
the program. 


General American, Too .., 

















Women home office employes 
General American Life dressed 
dolls for distribution by the Salv 
Army to needy children at Christ 
Several employes dressed more { 
one doll and two each outfitted a 
en. Miss Mary Mueth, chairman of 
doll-dressing project, is pictured 
with some of her associates’ handiv 














LIFE—A & H 
POSITIONS OPEN 
$12,000 - $6,500 
East Pension Spec. $10, 
N. East A&H Agcy. Dir. $ 9 
East Life Undwr. $ 9 
East Group Manager $ 8, 
East Life Actuarial Ass't. $ 8 
M. West Ass’t. H. 0. Admin. $ 8 
yRANCE fo South Life Comptroller $ 8 
RY "¢ M. West A &H Cims. Adj. $ 6, 
Px |} Listings given above are typical of lift 
= 3 A & H—Fire—Casualty positions in all pd 
a of the country. Confidential handling off 
National inquiries. Write for ‘HOW WE OPERATE 
ife no obligation to register. 
FERGASON PERSONNEL 
INSURANCE PERSONNEL EXCLUSIVEL! 
330 S. Wells : Chicago 6, 
MINNEAPOLIS, MINNESOTA Seen Ser 
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“Had to find some way to handle all the calls since we’ve been 


pushing Provident Mutual accident and sickness coverages.” 


Yes, Accident and Sickness is becoming a busier 
line with many an agent and broker. They’ve 
discovered what Provident Mutual offers them 
to sell. 


That means liberalized, flexible plans to suit just 
about any prospect you’d encounter. Income Pro- 


tection policies, Hospital-Surgical plans and Major 
Medical Expense policies are all included in Provi- 
dent Mutual’s portfolio. 


The commission structure and terms are a very 
interesting part of the story, too. Well worth 
looking into. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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Equitable, Broadening 
Individual A&S Line, 
Names 2 To New Posts 


Equitable Society has announced it 
is in the process of developing plans 
to broaden its individual A&S cover- 
age and has appointed two specialists 
to implement the new program at the 
home office—Robert W. McCabe, who 
has been named director of A&S sales, 
and Robert S. Schoonmaker, who be- 
comes supervising underwriter for 
A&sS insurance. Both are new posts. 





HieNATIONAL UNDERWRITER 


Mr. McCabe began his insurance ca- 
reer as an agent at Red Bank, N. J., 
and in 1954 was appointed by Guard- 
ian Life to assist in setting up its 
A&sS program. He later became Guard- 
ian’s agency director in charge of de- 
veloping the north central territory 
and, until recently, was director of 
A&s sales. 

Mr. Schoonmaker entered the busi- 
ness in 1936 and later became an 
A&S department superintendent. His 
most recent position was with Berk- 
shire Life as secretary for A&S. 

Sales planning for Equitable’s new 


program will be under Mr. McCabe’s 
supervision. Mr. Schoonmaker will 
head a corresponding division in the 
underwriting department. 

The contemplated program includes 
individual, non-cancellable disability 
income coverage and a_ broadened 
guaranteed renewable version of the 
company’s present individual major 
medical expense policy. 

Praetorian Mutual has extended the 
“fifth dividend option” to all forms of 
insurance, except term, at time of 
issue. 















security mutual life 


Richard £: Pille, President. 


Harland L. Knight, Agency Vice President. 


with Security Mutual’s 
PENSION TRUST SERVICE 
there’s big business in 





Times were never better for sales of Pension Trusts...More than 
half a million small companies (firms employing 50 people or less) 
are discovering every day... they need Pension Trusts! The secur- 
ity provided by Pension Trusts reduces costly labor turnover, retains 
valuable employees, prevents “job shopping” for fringe benefits, 
and increases efficiency by retiring over-age personnel...BUT, 
most “Small Business Men” feel they’re too small to do anything 
about it! There’s your market!! Your prospects will be happy to 
know that Pension Trusts can be totally tax deductible... that 
Security Mutual tailors its plans to meet the needs characteristic 
of small business. Here is a Pension Trust Plan that you have been 
waiting for...SECURITY MUTUAL’S Pension Trust Service...de- 
signed to build BIG BUSINESS...for YOU! 


Contact your Security Mutual General Agent today, or write 


insurance company 
bur, Seeurily owt, Vulual 
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81 EXCHANGE STREET, BINGHAMTON, N. Y. 
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Home Life Of New Y, d 
Introduces New Group}*©© . 


Major Medical Policy Prom 


A new group major medical ¢ : 
tract which provides substantial gg Experiences 




















dollar benefits as well as high oyps Shown 
all maximums, while keeping prem; sacrifice 
costs under control, has been dempuality, Vi 
oped by Home Life of New York guayton told 
is being filed with state insurance gos in Mont 
partments. » the prot 
The new contract, called the excerpts 
tennial Major Medical because jt In our co 
being introduced during the compan, Sone Ae 


100th year, covers hospital and out, 
hospital expenses, including diagny, 
tics, home medical and nursing 
drugs, radiology, laboratory tests 
transportation to and from hospital #} 
has maximum benefits up to $15@h 
per illness. ‘ 

In announcing the new policy, 
liam P. Worthington, president, 
“Home Life developed the Centeny; 
contract to give employes the bro 
realistic benefits they need while 
the same time protecting employ 
against runaway premium costs, } 
reducing their programs’ vulnerabiji Charles T. Cl 
to over-utilization and abuse.” - 

To accomplish this, the contr, quality. 
combines features of both the servi We _— 
type plans and of standard magdinary bu 
medical coverages. Schedules are ug” oo be 
for professional fees and _hospig'™éS nh 
room and board. Other benefit arg this incr 
include deductibles and coinsurang}S 2 ™°™ 

In another innovation, schedules i" ation _ 
surgical operations and doctors’ got function 
ments are based on the relative vah part of our 
scale developed by one of the largPressure Fe 
medical societies. Employers m When a 
choose one of several multiples of ti grow, there 
basic schedule for each category put more 
employes, depending on their neg on quality. 
and on the cost of hospital and medi, motiva 
services in their community. particular! 

a ears up tc 
High Court Hears Arguments On os, _. 
Travelers Health Case Appeal [auction of 

WASHINGTON—The U. S. Suprenglot of prize 
Court heard oral arguments on tgnary busi 
Federal Trade Commission’s appealigthan 50% © 
set aside the circuit court of appedg year. 
decision upholding the dismissal of ti The rea 
FTC order against allegedly false ajwhen this 
vertising of Travelers Health Assn. Not only 
Omaha. down the 

FTC based its case on the argumaijsome good 
that the Nebraska law does not coqcould ill-a 
trol actions of the insurer outside thgbusiness, f 
state and other state laws are incaga real im 
able of doing so. C. C. Fraizer, counsiffact, we « 
for Travelers Health, said that Nejcontests a 
braska has ample power to regulighome offic 
out-of-state activities of the insumsion was « 
and so do the states into which tawe did to 





advertising is mailed, even thougjknow that 
Travelers Health is not licensed .her{do more t 
The arguments followed the Fl¥securing q 
and Travelers Health briefs, reporlipie, Ty 
at length in THe NATIONAL UNDE 
WRITER. _In our e 
ay improvem«s 
Republic National Life has bee automatic 
licensed in Ohio. So, we ar 
duce turn: 
ee ——-4 willing to 
r formance 
| It is our 
SUPERVISOR WANTED fiize debit 
EXCELLENT BASE SALARY ae iy 
| OVERWRITE AND EXPENSES above $55 


| TRANSFER OF A SUPERVISOR FROM SAN DIEGO i ebit of al 
TO LOS ANGELES WILL PROVIDE AN EXCELLEM] ys 
| OPPORTUNITY IF YOU ARE QUALIFIED. Out! a. 
| AGENCY HAS BEEN NO, 1 SINCE 1950 FOR TH| $700 
WASHINGTON NATIONAL INS. co.) ew ser 
H. E. NEVONEN, C.L.U., GENERAL AGEAT/§ $90 per w 
3580 Wilshire Bivd. Los Angeles 5, Calif. | the agent. 
|g to live w 
a a a an a a ee es ee ——-‘ commissic 
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eedn’t Sacrifice Quantity To 


licyPromote Quality: C. T. Clayton 


lical : 2 rn 
tial fy Experience of Liberty National Life 


ss shown that it is not necessary 


1 

— sacrifice quantity in order to stress 
en depuality, Vice-president Charles T. 
York on told the recent LIAMA meet- 
rance gus in Montreal, during a symposium 









» the problem of lapses. Following 
excerpts from his talk. 


ae In our company, we are still old- 
oa pshioned enough to want to make 
money. Since per- 
sistency is a pri- 
mary factor in de- 
termining profits, 
we have gradually 
geared our field 
operations and 
philosophy to se- 
curing good qual- 
ity business. Our 
experience has 
shown us that you 
don’t have to sac- 
eral rifice quantity in 
Tabilif’ charles T. Clayton order to stress 
' quality. 
‘| We are writing over three times the 
‘ordinary business we did just six years 
“Jago, but we are making over seven 
hospi times the increase. Even with the cost 
‘Jof this increased production, our prof- 


servation is not a separate department 
5? tre t function in our company, it is a vital 
ve val part of our first-line agency operation. 


e largaPressure For Quantity Generated 


S M4 When a company is ambitious to 
S of row, there is a natural tendency to 
gory put more pressure on quantity than 
d nes on quality. In a company ‘such as ours, 
‘4the motivation of production is not a 
particularly difficult task. For several 
years up to 1953, we had a president’s 
$OUn Imonth campaign for the special pro- 
al duction of ordinary. We gave away a 
upreng lot of prizes and we got a lot of ordi- 
on tanary business—real ordinary. Less 
peal gj than 50% would stay in force for one 
appeig year. 
| of tj The real headache came, though, 
Ise aifwhen this business began to lapse. 
issn. ij Not only did the business written go 
down the drain, but it washed out 
Zumelgsome good agents and managers we 
t cogcould ill-afford to lose. This loss of 
ide tg business, personnel and money, made 
incapga real impression on us, so much in 
-ounsi§ fact, we discontinued all production 
at Nefcontests and campaigns. From the 
>gulaj home office level, I believe this deci- 
nsureg sion was one of the first things that 
ch thkgwe did to let our field organization 
thous know that the company was going to 
-henfdo more than just give lip service to 
securing quality business. 


por Better Turnover Aids Persistency 


INDE 
In our experience, we find that any 
improvement in agency turnover will 
beef AUtomatically improve persistency. 
So, we are constantly working to re- 
duce turnover. However, we are not 
-—-y Willing to reduce our standards of per- 
formance in order to reduce turnover. 
It is our belief that a large average 
size debit is’ a basic concept in reduc- 
Ing finals. In our established debits 
gwe keep the average weekly debit 
above $550, with an average monthly 
| debit of about $700. 
|| This means that in our established 
.me|f territory our average agent has about 
co. | $700 a week of collections, which pay 
|fhim a servicing salary of a little over 
ENT/#$90 per week. The big debit stabilizes 
alii the agent. It gives him an opportunity 
|f © live while he is building up his 
--‘§ Commissions earnings. 
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A big debit properly worked can 
supply an agent with plenty of pros- 
pects and sales. Our average agent 
gets about half of his income from 
commissions and half from collection 
salaries. This means that our average 
established agent earns over $9,000 a 
year. This is considerably above the 


‘ average income in the areas where we 


operate. We know that career agents 
are essential to quality business. 

We try to instill in the new agent 
that while we want new business, we 
would rather not have it unless we can 
reasonably expect a good percentage 
of it to persist. All debit business re- 
quires a collection at the time of ap- 
plication. We try to eliminate the re- 
writing of lapsed business by: adjust- 
ing the commission for it. We teach 
agents to sell for needs and to set up 
premium payments so that money will 
be available when premiums are due. 
We sell him the concept that if it’s 
not quality business, he will be better 
off without it. 
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We have always believed the best 
way to get something is to go out and 
buy. I think that the No. 1 influence 
on persistency is the system of com- 
pensation. We must be sure we pay 
for what we want, and want what we 
get. If you really want quality busi- 
ness, you’ve got to pay for it. You 
can’t afford to buy any other kind. 
Compensation is a function of our 
agency department. We try to keep 
the plan simple, but the principle is 
the important thing. We pay produc- 
tion commissions sufficiently high to 
motivate the agent to produce a vol- 
ume of business. Then based upon his 
lapse ratio and his ratio of lost busi- 
ness commissions, we pay him addi- 
tional progress-persistency commis- 
sions. 

We annualize commissions and cred- 
it them to the agent’s commission ac- 
count. Any lapse that occurs before 
the first year’s premium is paid, re- 
sults in a charge-back to the agent 
for the unearned portion of the first 
year commission. 

We believe it highly important to 
compensate managerial people on the 
same basis as agents. They both must 
be striving for the same destination. 


New Thoughts on Life 


LIFE is real, LIFE is earnest, and has a circulation of 
6% million — but that wouldn’t be enough to furnish 


every NATIONAL Life policyholder a copy. 


THE 
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ONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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If agents and managers are both pull- 
ing in the same direction, we multiply 
the effectiveness of the compensation 
plan. Unless we enlist the support of 
management in our effort to get con- 
servation, it is useless, even though a 
noble effort. Until you make it to man- 
agement’s selfish interest for agents to 
write quality business and keep it in 
force, you won’t get much done in im- 
proving quality. 

Production campaigns will not pro- 
mote quality business. Reduce agency 
turnover. Better selection, training 
and supervision. Be sure agents and 
managerial people understand that you 
want better persistency. Last and most 
important, make it to the agents’ and 
management’s selfish interests to pro- 
mote quality business and better per- 
sistency. 


Paul Hammel To Be Feted 


Paul A. Hammel, Nevada commis- 
sioner and president of National Assn. 
of Insurance Commissioners, will be 
given a testimonial dinner March 4 
during Nevada Insurance Days at Las 
Vegas. Nevada Insurance Agents Assn. 
is the sponsor. Commissioners in 
zone 6 have been invited. 
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Home Office Changes 


Prudential 

Walter L. Reynolds has been named 
actuarial director at Los Angeles. He 
has been with the company 25 years 
and went to the western home office 
when it-opened in 1948. 

Christopher H. Wain; assistant ac- 
tuary, has been appointed associate 
actuary -in-the actuarial and new busi- 


More 


ness department. He joined Prudential 
in 1948 at the western home office 
and before that was with Occidental 
California for two years. 

Vincent Grainger has been promoted 
to associate director group underwrit- 
ing; Charles T. Eckman to assistant 
director group pension, and Manly 
A. Graflund to group pension man- 


is 
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A new concept in the remuneration of Agents in the form of a monthly bonus of 

up to 30% of commissions for regular production. Bonuses are paid on first year 
commissions, renewals and service fees! Our philosophy can be stated very simply — 
the Agent who produces more will be paid at a higher rate. 


Why not see for yourself The Employers’ Life complete and competitive portfolio 
with new unusual features, and let it produce more dollars for you. 

Of course, a special invitation is extended to Agents now representing 

The Employers’ Group. . 


Agents 





lifetime service fees. 


PLUS 


. one of the few nation-wide, 


full-line Life and Property carriers. 


= Crployets Life 


INSURANCE COMPANY OF AMERICA 


EXECUTIVE OFFICE: 


ONE OF THE EMPLOYERS’ GROUP OF INSURANCE COMPANIES 


Yes, Mr. Agent, more dollars for you through our 
liberal commission PLUS bonus system. Top-dollar 
first year commissions PLUS generous renewals and 


110 MILK STREET, BOSTON 7, MASSACHUSETTS 








FieNATIONAL UNDERWRITER 


ager. Mr. Grainger has been with 
Prudential since 1947; Mr. Eckman 
since 1936, and Mr. Graflund since 
1948. 


Mutual Benefit Life 


David B. Andrews, 2nd vice-pres- 
ident and manager of the claims 
department, has been elected 2nd vice- 
president, claims. 

Carl W. Wiedmann, assistant man- 
ager of the claim department, has been 
promoted to manager. 

Raymond Davison, assistant comp- 
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troller and manager of the acco 
department, is appointed assis 
comptroller and assistant secretary, 

G. William Shoudy, assistant p 
ager of the accounts department, 
comes manager of the department. 

Kevin R. McCaffrey, group un 
writing assistant, is named group 
derwriter. 


Occidental Of California! 


W. S. Hosking, 2nd vice-presj 
retired Nov. 30 after 36 years with 
company, | 
served as tr 
er from 1937 y 
his election toa 
vice-president : 
1958. 





1948, v 
hon I gener 
pa su] 
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Mr. Hosking | 
came secretary § Richard I 
Montana Fire pir. MacKer 
1917, leaving thdpas been ‘§ 
in 1919 to becggfONY Nev 
deputy insuraypewspaper, 





commissioner jf Points, | 
the state of Mefor the fiel 


W. 'S. Mosking tana. In 19224 George C 
was made special examiner for us a sales | 
department. He was treasurer has been ad 


State Life of Montana when that coginc., a Musi 
pany was acquired by Occidental, q Morris P 
then joined Occidental and was namdunderwritin 























auditor in 1926, controller in 1935 ggector. He | 
then treasurer. He will temporargglection de 
continue with Occidental’s parent cog Erving K 
pany, Transamerica, by representigitorial he: 
Transamerica in work being done #aff under 
the development of two new compfadministrat 
nies: Transamerica Life, of which rector of se 
is a vice-president, and Transamerig(lsen becor 
Ins. Co. ind Helen 
: Brian Gran 

Canada Life oe Webst 

territorial 


Donald M. Ellis has been appoints 
vice-president and_ senior actus 
John S. Harris general superintende 
of agencies and John C. Maynard g 


Named a: 
department 
oseph F. 
Wolff. 


The follc 
ttive Jan 
. Wilbu 
lier, ha: 
basurer. 
retary. 

George | 
nts acc 





” “Robert | 
John S. Harris 
sociate actuary. Mr. Ellis joined tha 
company in the actuarial division ij 
1928 and became senior actuary lai 
December. In the business 35 yea 
Mr. Harris went with Canada Life 1 
1947. Prior to this appointment, 
was superintendent of agency ope 
tions in the eastern U.S. Mr. Maynarijj 
has been with the company since 194. 
He has been an executive assistant. 


Donald M. Ellis 








Century Life 

Neil E. Bratt, former vice-president! 
and actuary of Union Life of Littl 
Rock, has been named vice-presidet 
in charge of operations. He has bee 
with Union Life since 1955, and prid 
to that he served five years will 
National L.&A. 


Aetna Life 

Niels H. Fisher, assistant actualyg 
since 1957, has been promoted to a&§ 
sociate actuary. 
Named field supervisors are: 
William S. Graham, agency assistatt® 
in the life agency department, 
joined Aetna Life in 1947 at Baltimore) 
and later became supervisor there. | 
Frederick O. Lyter Jr., also an age 
cy assistant in the life agency depatt§ 
ment, who has been with Aetna Life 
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€ acco nce 1948, when he joined the Rich- 






coll fond general agency. He later was 
tant 2 ppointed supervisor there. 
tment 
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Mutual Of New York 







up William H. Mac- 
group Kenzie, assistant 
director of sales 
development, has 






been promoted to 
assistant director 
of field relations. 
He joined Mutual 
in 1954 as sales 
promotion §assist- 
ant, later becom- 
ing assistant di- 
rector of sales pro- 
>sking | motion. 
retaryg Richard D. Dixon has been named 
Fire Mr. MacKenzie’s successor. Mr. Dixon 
ving thahas been editor for sales news of 
O becggMONY News, the company’s weekly 
insurayewspaper, and before that was editor 
Oner #f Points, former monthly magazine 
of Mosfor the field force. ; 
1922 § George C. Calfo has joined Mutual 
- for is a sales development specialist. He 
urer jghas been advertising director of Sesac, 
that cogiinc., a music licensing firm. 
ental. yj Morris Pitler, assistant director of 
aS nam@underwriting, has been promoted to di- 
1935 airector. He has been a member of the 
nporarelection department since 1917. 
ent cog Erving King is promoted from ter- 
resentigritorial head underwriter to senior 
done #taff underwriter and Walter Smith, 
 Compadministrative assistant, becomes di- 
vhich rector of selection administration. Leif 
Samerig0lsen becomes territorial underwriter, 
and Helen Sprague, Arthur Gribbins, 
Brian Grant, Henry Manger and Tho- 
mas Webster are appointed assistant 
ppoinigttitorial underwriters. 
actuayy Named assistant counsels in the law 
itendegdepartment are Edward E. Blakeslee, 
1ard qquseph F. Condon and ‘Zachary H. 
Wolff. 
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Bankers National Life 


he following appointments are ef- 

ctive Jan. 1: 

€. Wilbur Carlson, assistant comp- 
er, has been appointed assistant 

easurer. He has also been assistant 

secretary. 

George W. Hoffman Jr., manager of 
ints accounts, has been named au- 


Robert S. Marcotte, methods and 


arris 





LIFE INSURANCE EDITION 


cost analyst, becomes assistant comp- 
troller. 

Elmer F. Mellet, who joined the 
company early this year as IBM man- 
ager, is appointed tabulating director. 


United Benefit Life 


Conrad S. Young and Ernest E. Mc- 
Candless have been promoted to as- 
sistant vice-presidents in agency and 
accounting and service departments, 
respectively. 


Travelers 
In the life and A&H agency de- 
partment, George P. Hinckley, man- 
ager at San Francisco, has been pro- 
moted to assistant superintendent of 





George P. Hinckley 


Laurence A. Lang 


agencies, and Lawrence A. Lang, man- 
ager at Vancouver, B.C., has been 
appointed superintendent of training, 
both effective Jan. 1. 

Mr. Hinckley joined Travelers in 
1948 at Minneapolis and later was 
transferred to St. Paul, Rochester and 
the Park Avenue branch at New York, 
serving as manager at the latter 
two offices. He was named manager at 
San Francisco in 1958. 

Mr. Lang entered the Vancouver 
branch in 1946, subsequently became 
field assistant, assistant manager and, 
in 1951, manager. He is a CLU. 


Penn Mutual Life 
Allen J. Greenough, president of the 
Pennsylvania Railroad, h~s been elect- 
ed a trustee to succeed William W. 
Bodine, former chairman, who died in 
September. 


Life Of North America 
Richard S. Cox Jr., director of agen- 
cies, has been promoted to vice-pres- 
ident; James W. Ferriman, of the 











oe | Interested in additional tax 
te savings for your clients? 
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claim and loss department, is elected 
assistant secretary, and G. Ernest 
Thomas and Robert L. Pope, both of 
the sales department, are elected su- 
perintendents of agencies. 


Bankers L.&C. 


J. T. Walker 
has been promoted 
to agency secre- 
tary. He joined 
the company in 
1948 and later be- 
came manager at 
Wichita. He has 
been home office 
special represen- 
tative since last 
year. 





J. T. Walker 


Continental Assurance 
Richard E. Bex has been named as- 
seciate counsel. He began his life in- 
surance legal career with Continental 
Assurance in 1953 on graduation from 
John Marshall Law School. Before 


ll 










that he was a national service officer 
for Disabled American Veterans and 
with the Illinois department of labor. 
He was made associate counsel of Con- 
t.nental last December. 


Ohio National Life 


Miss Edna Holle has been appointed 
assistant director insurance service; 
Denver E. Mays, assistant director data 
processing; and Kenneth B. Rutland, 
assistant director sales promotion. 


AMERICAN FAMILY LIFE has 
elected John O. Miller, vice-president 
of operations of Farmers Mutual Auto- 
mobile, a director. 


WESTERN RESERVE LIFE of Ohio 
has appointed Lyman H. Treadway 
administrative and legal officer. He is 
also secretary and a director. 


NORTH AMERICAN LIFE of Can- 
ada has appointed L. V. Tibert general 
superintendent of agencies and Harry 
Booth superintendent of agencies. Also, 
A. R. McCracken has been named as- 
sociate actuary and D. W. Pretty, as- 
sociate treasurer. 
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dent, National Underwriter 
Company, and Executive Edi- 
ter, Diamond Life Bulletins 
Department, writes from back- 
ground of broad training and 
successful field experience. He 
attended Harvard Law School 
and Graduate School, sold life 
insurance at the rate of over 
a million his first year, es- 
tablished Aetna’s training de- 
partment, was General Agent 
sixteen years for Aetna and 
New England Life, is inter- 
nationally known authority 
and speaker on life insur- 
ance, and author of many 
other books, articles and sell- 
ing aids. 
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HeNATIONAL UNDERWRITER 


Editorial Comment 


Are Life Company Chiefs Underpaid? 


The top executives of the 50 largest 
life companies receive less compensa- 
tion than their opposite numbers in 
the fields of chemicals, metals manu- 
facturing, oil and gas, transportation 
equipment, appliances, electronics, 
merchandising, wood and paper, ma- 
chinery, food and beverages, textiles, 
banking, utilities, transportation, and 
savings and loan, according to a sur- 
vey made by Fortune magazine and 
reported in its October issue. 

Moreover, these life company execu- 
tives are, as a group, academically 
brainier than those in the other indus- 
tries listed, as evidenced by percentage 
of Phi Beta Kappas in their ranks, 
which is 22% for the life executives. 
Not enly that, but the life company 
top executives were unsurpassed in 
percentage of college graduates in 
their number and were equalled only 
by the chemicals industry category. 

But before too many bright young 
men rely on Fortune’s figures to de- 
cide they’d better look elsewhere than 
the life insurance business for big ex- 
ecutive salaries they should try to peer 
behind the imposing facade of the 
magazine’s published findings. 

How much unwitting distortion do 
the findings contain? And allowing for 
these distortions—or maybe even tak- 
ing Fortune’s figures at their face 
value—how should its conclusions be 
interpreted to give a possibly more 
accurate impression than the obvious 
one that life company top brass may 
be smarter but don’t earn as good a 
return on their talents as executives 
in other major industries? 

For example, who replied to the 
questionnaire sent out by Fortune? 
Who overlooked sending in the infor- 
mation or felt it was none of Fortune’s 
damn business? Were the non-repliers 
concentrated in the high-pay strata or 
in the lower-paid? Was the concentra- 
tion different in different industries 
in respect to high-paid and low-paid 
executives? Did life company execu- 
tives tend to respond in greater num- 
bers because they knew Fortune could 
get the information anyway from 
schedule G, or because the knowl- 


edge that their pay-rate was a matter 
of public record made them less sensi- 
tive about disclosing it? 

Did the more flamboyant executives 
in the more speculative, get-rich-quick 
types of industries tend to inflate their 
egos by exaggerating their incomes 
when filling in the questionnaire? Did 
highly paid executives in some of the 
more conservative lines of work take a 
go-to-hell attitude and toss the ques- 
tionnaire into the wastebasket? Or did 
they cooperate better than average? 

Fortune sent questionnaires to chair- 
men, presidents and vice-presidents of 
the 500 biggest industrial enterprises, 
plus the 50 biggest companies in the 
fields of life insurance, commercial 
banking, transportation, utilities, mer- 
chandising and 80 miscellaneous en- 
terprises. But the number of respond- 
ents covered in the survey was only 
1,674. Obviously a lot of the question- 
naires never came back. If they had, it 
might have made a world of differ- 
ence in the results. On the other hand, 
it might not have. Nobody knows. 

But suppose we assume that if For- 
tune’s survey were complete and ac- 
curate it would still show about what 
it purports to show—that among all 
the industries covered, life insurance 
ranks at the top in percentage of col- 
lege graduates and Phi Beta Kappas 
and at the bottom in salaries—what 
conclusions might we draw? 

Well, for one thing, it kills off the 
myth about life company top execu- 
tives being overpaid. This used to be a 
favorite theme of the destructive critics 
of the life insurance business. They 
had access to schedule G but of course 
they didn’t have access to anything 

comparable for salaries of top execu- 
tives in other major industries. So the 
life company president could be pil- 
loried as being vastly overpaid. That 
the president’s salary amounted to 
only a minute fraction of 1% of the 
cost to any individual policyholder was 
of course conveniently overlooked. 

From the point of view of the bright 
young man who wants to earn the best 
return on his talents there is this as 
an offset to the Fortune findings: The 


life company high executive is most 
unlikely to suffer either a lowered in- 
come or a loss of job. 

Moreover, because the 50 largest 
companies include the big mutuals, few 
if any of the top executives in the 50 
surveyed would be in a position to 
receive production bonuses, stock op- 
tions, or other forms of incentive pay. 
This means their incomes are largely 
independent of how the business their 
companies do may vary from year to 


year. 
But in other fields, notably those 
showing the highest top-executive 


earnings, incentive pay is often a large 
part of executive income. Because of 
boom conditions, executives in these 
industries never had it so good as in 
the period covered by the Fortune sur- 
vey. 

But at times in the past such an 
executive may have been making vast- 
ly less. In the future his income may 
easily take a nosedive if either through 
errors in judgment or through no fault 
of his own his company finds that 
business is no longer booming. He 
may even find himself out of a job. 

In fact, in many industries, a $100,- 
000 annual compensation can no more 
be looked upon as steady income than 
can the mammoth salary paid to a 
skyrocketing movie star. Unluckily, 
the Fortune survey was based on cur- 
rent conditions. What would be more 
interesting, and a lot more significant, 
would be figures on what the top ex- 
ecutives of the 830 corporations have 
earned up to now and are likely to 
earn before they retire or die. 

Of course, such a survey would be 
impracticable, but it seems likely that 
a comparison on such a basis would 
place life company top executives’ 
earnings not at the bottom but well 
up the scale, possibly near the top.— 
W.M.-R.B.M. 





Personals 


Charles E. Phillips, president of 
Equitable of Washington, has been 
elected president of United Givers 
Fund. He was the fund’s campaign 
chairman in 1958. 


William C. Greenough, president 
and trustee of Teachers Insurance & 
Annuity and College Retirement Equi- 
ties Fund, has been elected president 
of the Civil Service Reform Assn. He 





The National Weekly Newspaper 
of Life and A&S Insurance 


EDITORIAL OFFICE 
17 John St., New York 38, N. Y. 
Tel. BEekman 3-3958 TWX NY 1-3080 
Robert B. Mitchell, Executive Editor 
William Macfarlane, Assistant Editor 


CHICAGO EDITORIAL OFFICE 
175 W. Jackson Bivd., Chicago 4, Ill. 
Tel. WAbash 2-2704 TWX CG 654 
John C. Burridge, Associate Editor 
Richard G. Ebel, William H. Faltysek and 
R. R. Cuscaden, Assistant Editors 
Marjorie Freed (production) and 
Barbara Swisher, Editorial Assistants 


THE NATIONAL UNDERWRITER 


@ 


OFFICERS 
John Z. Herschede, President 
Louis H. Martin, Vice-President 
Kenneth O. Force, Vice-President 
H. P. Gravengaard, Vice-President 
Robert B. Mitchell, Vice-President 
George C. Roeding, Vice-President 
James C. O’Connor, Secretary 
Joseph T. Maloney, Treasurer 
ADVERTISING OFFICE 
175 W. Jackson Blvd., Chicago 4, Ill. 
Tel. WAbash 2-2704 TWX CG 654 
Raymond J. O’Brien, Advertising Manager 











SUBSCRIPTIONS: 420 E. Fourth St., Cincinnati 2. $7.50 per year (3 years, $20); Canada $8.50 
per year (3 years, $23); Foreign $9 per year (3 years, $24.50). 30 cents per copy, back copies 
50 cents. CHANGE OF ADDRESS: Enclose mailing wrapper and Post Office form 3579 with 
new address, and allow three weeks for completion of the change. 


BUSINESS OFFICE 
420 E. Fourth St., Cincinnati 2, Ohio 
Charles P. Woods, Sales Director 
REGIONAL SALES MANAGERS 
Fred Baker, Atlanta 
Paul Bilesi, Cleveland 
Alfred E. Cadis, Dallas 
David Chapman, Des Moines 
J. T. Curtin, New York 
Dana L. Davis, Boston 
James E. McSurely Jr., Denver 
William J. Gessing, Detroit 
Clarence W. Hammel, New York 
Roy H. Lang, Boston 
Howard J. Meyer, Minneapolis 
Raymond W. Rieke Jr., Los Angeles 
William D. O’Connell, Chicago 
George C. Roeding, Cincinnati 
A. J. Wheeler, Chicago 
Robert J. Wieghaus, Chicago 
George E. Wohlgemuth, St. Louis 
Robert I. Zoll, Philadelphia 











December 19, iMecember 


has been chairman of the associatj, 
executive committee for the past ; 
years. 


Linwood Butterworth, general a; 
of New England Life at Atlanta, 
cently scored the second hole-in 
of his golfing career. Mr. Buttery, 
sank his tee shot at the Brookhay§, s. W- ©o 











Capital City Club in Atlanta. He fs. La Sall 
his first hole-in-one in 1955. : 
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John A. Diemand, president of 1 ess Men 
of North America, has received J, .western 
Pennsylvania Society’s gold  megpmmonwealt 
for distinguished achievement. arnt ; 


medal is awarded in recognition & 
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through scholarly, humanitarian 
industrial efforts. 
pepublic Nat 


Deaths 
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HORACE G. BEEDLE, 91, retind 
president and a founder of Westg 
Life of Missouri, died at Bel-Ri 
Mo. He was one of the organiz 
of the company in 1894 and was prgWisconsin Na 
ident from 1904 until his retirema 
two years ago. Mr. Beedle was aln4SuN O! 
member of the Missouri house 
representatives, and he held sevel]WO V- 
city offices in St. Louis. Otti cer 
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J. STEWART HALE 


life company officer, died of canct 
at Nashville. He joined Northwesten 
National Life in 1905 and remaindjMeCallum, 
with that company 43 years, becoming: M. Rol 
an actuary in 1918 and vice-presidetf¥@V; J. 
in 1936. He later went with Piedmoif"t; A. G 
Life as a vice-president and was als eral couns 
manager at Atlanta of Bowles, Ar treasurer; 
drews & Towne, consulting actuaridj@t planni: 
firm. Mr. Hale had been with thj*sistant c 
Tefinessee department eight years. He Also, J. 
was a past president of the old Ame-jndent of 
ican Institute of Actuaries and haijsstant tre 
written a number of books on actu-|saff engi 
arial science. superinten 
tion; K. G 

J. S. BALDWIN, general agent “fintendent 
Austin, Tex., for Security L.&A., ditifassistant 
there after a brief illness. He had be§Claude Pr 
superintendent of Texas agencies fig, Spanki 
the company. Stark, as 


JOSEPH M. ROSS, 71, agency cout} ™°Ttgages 
selor for the Jordan agency of Mass 
chusetts Mutual Life at Chicago, 


to the day after joining the agency: 
Before that he was at the home office 
for 50 years as agency auditor. 
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rganizgwashington National 
Vas pre jisconsin National Life 


etireme 


as aly Sun Of Canada Names 
 sereflwo V-Ps: 20 Other 





Officers In New Posts 


ot 
i fa Sun Life of Canada has appointed 


two new vice-presidents and 20 other 
mofficers. G. Egerton Brown, personnel 
bxecutive since 1948, becomes vice- 
esident, personnel, and H. F. Gundy, 
nderwriting executive since 1954, 
comes vice-president, underwriting. 
} Mr. Brown joined Sun Life in 1925, 
yas appointed supervisor of branch of- 
fice routine and personnel in 1936 and 
ubsequently became assistant comp- 
ffoller. He is a fellow and past presi- 
dent of Life Insurance Institute of 
janada. 
| Mr. Gundy, a fellow of Society of 
aries, joined the company in 1925, 
frogressed through actuarial and un- 
erwriting departments and, in 1953, 
Was appointed underwriting officer. 


i 


r Appointments 


W. J. Hulbig has been appointed as- 
ciate secretary and A. K. Sills be- 
somes senior personnel officer. Mr. 
fulbig has been associate general 
counsel and Mr. Sills, a personnel of- 
ficer. 

Other appointments include R. D. 


cancaj Baldwin, group underwriting officer; 


A. H. Gray, associate actuary; A. C. 


maind§ McCallum, associate group actuary; A. 
comiyj’: M. Robertson, associate group ac- 
esident’ ary; J. E. Bingham, personnel offi- 
sdmontg et; A. G. McCracken, assistant gen- 
as alygcral counsel; W. D. Thomas, assistant 
;, Anyeasurer; W. H. P. McGowan, assist- 
tuaridg nt planning officer, and J. A. Brabant, 
th thep assistant counsel. 


rs. He 


Also, J. Fraser, assistant superin- 


Amer-s'endent of claims; J. H. Harrison, as- 
d hadgsistant treasurer; E. J. J. Kavanagh, 
actu-§staff engineer; F. S. King, assistant 


superintendent of policy administra- 
tion; K. G. Lawrence, assistant super- 


ent at intendent of agencies; P. E. Levesque, 
’ assistant superintendent of agencies; 
1 beliClaude Prieur, assistant treasurer; M. 


eS 


f 


8G. Spankie, staff engineer, and F. L. 
Stark, assistant superintendent of 


coul- mortgages . 
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assa- 
died} Life of Pennsylvania has been li- 
years 


tensed in Virginia for A&S, bringing 


ency.f three the number of states in which 
oftice the company is now licensed. It plans 


aed several additional states in 
0. 





LIFE INSURANCE EDITION 


C. W. Arnold Elected 
A Director Of LIAMA 


C. W. Arnold, vice-president and su- 
perintendent of agencies of Kansas 
City Life, has been 
elected a directer 
of LIAMA to fill 
the unexpired 
term of Lambert 
M. Huppeler, vice- 
president of New 
England Life, who 
has resigned his 
association post. 
Mr. Huppeler is 
leaving the home 
office to again be- 
come general 
agent at New 
York. 

Mr. Arnold has been chairman of the 
agency section of American Life Con- 
vention and has served on several 
LIAMA committees. He is or has been 
a member of the field personnel, an- 
nual meeting, public relations, com- 
pensation, agency officers round table 
and research advisory committees and 
has served as chairman of the cooper- 
ation with other organizations com- 
mittee. 


C. W. Arnold 


N. Y. Managers Hear 
Talk By Harry Golden, 
Writer And Lecturer 


NEW YORK—Harry Golden, author, 
lecturer, and publisher of the Carolina 
Israelite of Char- 
lotte, N. C., gave a 
humorous’ talk 
that wound up 
with a serious 
message at the an- 
nual dinner of the 
New York City 
Life Managers 
Assn. 

Mr. Golden, 
whose _ syndicated 
column appears in 
many newspapers, 
regaled his audi- 
ence with anecdotes from his youth on 
New York’s lower east side. He con- 
cluded with a moving appeal to life 
insurance leaders to come out against 
segregation. He recalled that Disraeli 
said that the reforms needed in his day 
would not occur until the aristocrats 
wanted them. Mr. Golden said it needs 
the efforts of today’s leaders to do 
away with what he called the waste 
of human abilities due to segregation. 

Many life company executives, here 
for the institute of Life Insurance and 
Life Insurance Assn. annual meetings, 
were guests of their managers and gen- 
eral agents at the dinner. Benjamin D. 
Salinger, Mutual Benefit Life, asso- 
ciation president, was toastmaster. 


B. D. Salinger 


Correction In Guardian Life 
Dividend Scale Tabulation 


In the Dec. 5 issue of THE NATIONAL 
UNDERWRITER the tabulation § cov- 
ering Guardian Life’s 1960 dividends 
was incorrect in that it stated the in- 
terest rate on funds left with the 
company would be 3.5% of non- 
withdrawable funds and 3.1% on 
withdrawable funds. Since withdraw- 
ability is not a factor in Guardian’s 
computations, the table should have 
indicated the following: On supple- 
mentary contracts where no lifetime 
period is involved, the 1960 interest 
rate will be raised to 3.5% on the 
1960 contract anniversary. On con- 
traets that do involve a life contin- 
gency, the interest rate is being main- 
tained at 3.1%. 


Christmas Time 


. we wish you could hear the 
chimes atop the Equitable Tower 
when they play so many of our 
beautiful and best loved Christmas 
Carols. We wish that your hearts 
could be made a little lighter, and 
your days a little brighter, as are 
those of thousands of our home city 
residents. But most of all, we wish 
for you and yours a most happy 
Holiday Season. 


LIFE INSURANCE COMPANY OF IOWA 


FOUNDED 1867 — OES MOINES 
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RESEARCH & REVIEW § 


of America, Inc. 


In remembrance 
of things past... 


We bring you a message of good will and 
cheer... 

For your use of our Services in 1959, we 
are deeply indebted . . . For your letters, 
whether they were filled with constructive 
criticism or unreserved praise, we thank you 
sincerely . . . But it is for your continuing 
friendship with us both individually and as 
an institution allied with the life insurance 
business, that we are most grateful .. . 
Without such friendship, we would live in 
an empty place indeed .. . 

With such treasured friendship, we are rich 
beyond measure... So... 


In anticiption 

of thingsto come... 

We wish you the happiest holiday season 
you have ever known and the fulfillment of 
your fondest dreams for 1960... And : 
We promise you our never-ceasing efforts to 


make your job a little easier by doing our 
job a little better. 


>. 


Hn, nsneeette 


| MILBERT RUST, C.L.U. President 


POLS, INDIANA 
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(CONTINUED FROM PAGE 1) 
liability to its investment in its fire- 
casualty subsidiary. This would also 
simplify the safeguards imposed by 
the legislature and the insurance de- 
partment on the extent to which a life 
company would be permitted to risk 
its assets in the fire-casualty business. 
The competitive possibilities of life 
companies getting into the fire-casu- 
alty business have been considered for 
some time by fire-casualty people, 


Set N. Y. Hearing For Life Insurers 


both in the home office and field. The 
picture has aroused a measure of un- 
easiness, for it is recognized that the 
life companies have the money to do a 
more aggressive competitive job on a 
wider scale on the opposite side of the 
fence than the fire-casualty companies 
are in a position to do in invading the 
life field. 

It is also recognized that life in- 
surance sales methods are character- 
istically more aggressive than those in 
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the fire-casualty business. If the life 
companies get to feeling that they 
should go after fire and casualty risks 
so as to protect their own bailiwick 
against multi-line operators from 
across the border, they would be in a 
position to give a good account of 
themselves. 

Ever since the fire-casualty com- 
panies began going aggressively into 
life insurance in recent years, there 
has been a mounting feeling in the 
life business that it was unfair that 
this competition should have to be so 
completely one-sided. Most of the ma- 





point of view 


safeguarding tomorrow 








Northwestern Mutual’s 


makes a difference... 


e believe that 

selling in the field 
is vital training for agency 
executives. 


very one of our General and District 
Agents has, at one time, sold effec- 
tively in the field. The majority of our 
Home Office Agency Department officers 
have similar backgrounds. Several home 
office executives are also Chartered Life 


Underwriters. 


Naturally, men with such down-to-earth 
understanding of life insurance selling 
have the best possible grasp of an agent’s 
problems. They are able to help North- 
western Mutual agents make progress in 


a practical and realistic way. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
Milwaukee, Wisconsin 


















December i9, ]¢ 


jor life companies looked into the y 
sibility of buying or creating f 
casualty subsidiaries, but those 
were domiciled or licensed in 
York found that the law was agg 
them, so they dropped the idea for 
time being. 


Efforts Have Persisted 


However, efforts to remove the 
crimination against the life compa 
have persisted and the Jan. 14 heg 
is one result. 

The present law is not arbit 
one-sided. The theory behind it is ¢ 
if a fire company owns a life comp 
the fire company can go broke and 
policyholders can’t be hurt. But iff 
fire company owned by a life cop 
pany should have to go into bankry 
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cy, the loss of this asset might be Clul 
serious loss to the life company§. net pre 
policyholders. stent ; 

It is recognized that this dang torney ‘/ 





exists, and that adequate safegus 
would have to be written into the 
to make sure that a life company 
fire-casualty subsidiary did not re 
resent so large a percentage of assge 
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as to involve the risk of loss , 
policyholders. It would not be a sing TWO f¢ 
ple matter to embody such safeguang New York 
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in the law, but it is not regarded 


an impossible task, by any means. veteran 
bose member—L 
Lounsbury Gives Stock To Banke! H°!2 
National Workers Scholarship Fu ™4i"® 
New York; 


Ralph R. Lounsbury, chairman , 
Bankers National Life, has made 
substantial personal donation of con 
pany stocks to the Home Office Ep 
ployes Assn. for use without resery 
tion in its scholarship fund for en 
ployes’ children. The fund is name 
in honor of Mr. Lounsbury and wa 
created by the employes. The fir 
awards will be made to children e 
tering college in the fall of 1960. 
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Israel Braun, also known as Jos 
Cobb and other names, is wanted j 
violation of 
Federal H 
Administf 
tion statute. B 
a white male, 1 
50, has in the pt 
worked in the| 
surance field, h 
owned ¢ 


and was an 
at one time in 
ami of a life cor 
pany. Braun, 
11” tall, 165 pounds, blue eyes, 
hair. Any person having info 
on Braun should not take any 
which would endanger life. P 
furnish any information which 


Israel Braun 


assist in locating him to the direct, Howard . 
FBI, Washington D. C., or the nea the outgoir 
office of the FBI. teapectivel; 
were the a 
stays of th 
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John A. Lloyd, president of Union 
tral Life and now also president of 
Club, admires a_ beribboned 


Passe 
Mpanjfstchet presented him by the outgoing 


president, M. J. Harrison, Little Rock 
eS .torney and former Arkansas com- 
Ynissioner. Mr. Lloyd is a past Ohio 
sperintendent. The black hatchet is 


ae the insignia of the Passe Club. 


of a 
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Two former 
New York super- 
intendents flank a 
veteran _ staff 
member—L e f f- 
et Holz, now 
practicing law in 
New York; Julius 
Sackman, chief of 
the life bureau 
and assistant su- 
of 
the New York 
department, and 





of 


tual Life. 





Howard J. Brace and M. J. Harrison, 
the outgoing secretary and president, 
respectively, of the Passe Club. They 
were the only officers and the main- 
stays of the club for the past 12 years 


msince they instituted a revitalization 


program. Mr. Brace is a former Cali- 
fornia commissioner and Mr. Harrison 
was commissioner of Arkansas. 


Produce $2.8 Million In Contest 
Agents of North American Accident 
produced $2,846,000 of individual busi- 
Ness in an 18-hour sales campaign 
marking the first anniversary of Presi- 
dent Allen V. Dowling as head of the 
company. The field force kicked off the 
drive at breakfast on 24-hour notice 
and produced business until midnight. 





Life of North America’s Miami agen- 
ty has moved to the Dade Federal 
Building. 





Henry’ Eggert, 
actuary of the Ne- 
braska depart- 
ment, with Thom- 
as J. Gillooly of 
Prudential, for- 
merly of the ALC 
and formerly West 
Virginia commis- 
sioner, and Bern- 
ard R. Stone of 
Mutual of Omaha, 
former Nebraska 
director. 









William E. Wall, 
formerly with the 
Illinois de part- 
ment and now 
with United of 
Chicago, with 
E. H. Henning, 
president Central 
Standard Life of 
Chicago, and J. 
Roth Crabbe, Na- 
tionwide Mutual, 
former Ohio su- 
perintendent. 





NALU Headquarters Fund 


Raising Drive Extended 


WASHINGTON—NALU’s campaign 
to raise funds to pay for and equip its 
national headquarters building here 
has been extended beyond a previously 
announced Dec. 1 deadline. 

Extension of the campaign was ap- 
proved by NALU President William 
S. Hendley Jr., Mutual of New York, 
Columbia, S.C., and John C. Donohue, 
Penn Mutual, Baltimore, chairman of 
the fund-raising committee, because 
many local and state associations have 
requested additional time to give 
members an opportunity to contribute 
to the fund. 

However, despite the fact that the 
campaign will be continued until as- 
sociations have submitted final reports, 
Messrs. Hendley and Donohue have 
asked fund-raising chairmen to turn 
in all money collected to date along 
with completed pledge cards. 
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Photos Of NAIC Convention By Harry Fuller 


These photos were taken at the recent National Assn. of Insurance Commis- 
sioners’ meeting in Miami by Harry H. Fuller, midwest manager of National 
Bureau of Casualty Underwriters. Mr. Fuller, the unofficial NAIC cameraman, 
was thanked for his present and past photographic efforts in the form of a 
resolution praising his “excellent photography.” 




































W. Lee Shield, Union Central Life, 
former Ohio superintendent and for- 
merly with ALC, with William E. 
Grubbs, Nebraska director of insur- 
ance. 








Robert Rydman, counsel of * orth 
American Life & Casualty, and 1 nomas 
Pansing, president Nebraska National 
Life. Mr. Rydman, before his service 
with the old H.&A. Underwriters Con- 
ference, was with the Nebraska de- 
partment, and Mr. Pansing is a former 
Nebraska director. 



























rN 
In 1895 Roentgen discovered a 
new kind of light capable of 
penetrating substances impassa- 
ble by ordinary light. Because 
he didn’t fully understand the 
nature of the ray he called it 
X-Ray. 

In 1959 Security Benefit Life 
discovered a new method of un- 
derwriting capable of offering 
needed protection at acceptable 
rates to those previously denied. 
Because of its very nature we 
called it “Individualized Medical 
Underwriting”. IMU is a flexi- 
ble underwriting program de- 
signed to meet the ever-chang- 
ing needs and demands of a 
discriminating public. 

Why not “Discover The Differ- 
ence” in your earnings by learn- 
ing more about this revolutionary 
new concept in the underwriting 
of difficult cases. 

Licensed in most states, Security 
Benefit is a sound, established, 
highly rated company, offering 
its representatives up - to- date 
policies, efficient Home Office co- 
operation, plus tested sales aids. 
We feel we are the Company 
with the DIFFERENCE—here’s 
just a few reasons why: 
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e Top first year and renewal 
commissions for General 
Agents: (Liberal vesting 
provisions) 


e Exclusive substandard facili- 
ties for you and your brokers 


e Lifetime Service Fee 


e Disability income when sick 
or disabled 


e Liberal retirement plan 


e Office allowances 


®CAREER OPPORTUNITY¢ 


If you’re like many alert life underwrit- 


ers, you have been searching for the 
company which can help you make life 


insurance a career instead of a job with- 
out a definite future. At the present tim: 
we have many excellent opportunities 
available for men whose experience and 
ability qualify them for personal produc- 
ing general agent responsibilities. If you 
feel that you can fulfill this challenging 
and rewarding opportunity, contact us 
toda 


y! 
MARC F. GOODRICH, CLU 


Assistant Vice President 


Dept. 41 





SECURITY BEVEFIT LIFE 








INSURANCE COMPANY Topeka, Kansas 

















through our institutional and private 


cial. They don’t describe the 1960 cars 
or cigarettes. They are talking about 
life insurance. 

“Fight inflation,’ institutional ad- 
vertising says. Inflation is bad, it de- 


signed a project to 
areas of 


Could the reaction of Mr. Policyowner Research 
be “I can’t fight inflation, but I can 
sure get rid of that stuff that’s no 


good when we have inflation.” 
Quality Business Committee Upset 
Lapsation and _ surrenders? Yes, 
we've got them. We’ve got them good. 
The quality business committee is 
greatly concerned, and we want you 
to share our agony. I hope I have dis- 
turbed you and hope that when you 


LIAMA studies of a 


profitable business, 
and surrenders and policy-owner serv- 


return home you will think about this 
immense problem and add the words 


advertising. Listen to these words: 
new, revolutionary, unique, modern, “better persistency” to your New Year 
preferred, up-to-date, exclusive, spe- resolutions. 


In December, 1957, Connecticut Gen- 
eral’s sales research people were as- 
investigate the 
lapses 


stroys your savings, your fixed dol- ice, by finding out what the industry 
lars, your life insurance. What have had on these subjects and by conduct- 
we gotten? That’s right, inflation. ing research into our own operation. 


into our own operations 
seemed to clearly indicate that lapse 
is most directly related to the initial 
sale. Surrender is more directly related 
to external economic or “prevailing” 
conditions, to product, to mobility of 
the policyowner and to inattention to 
the repeat customer concept. 

A review of 1,000 recently lapsed 
policies tended to statistically confirm 
similar nature. 
Generally, the average size was low, 
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—_—_ The tree, the silver bells... symbols of the Christmas spirit which 
pervades American homes during this holiday season. At this time 
especially, Woodmen of the World Life Insurance Society, “The 
Family Fraternity,” is proud to have contributed fraternity and 


fellowship, as well as security and peace of mind which is enjoyed by 
thousands of families all across the United States who make up 
our membership. 


LIFE 


HOME OFFICE 1708 FARNAM STREET - 








“The Family Fraternity...” 


CHRISTMAS 


WOODMEN « WORLD 
INSURANCE SOCIETY 


OMAHA 2, NEBRASKA 


your sales. 


Expansion program provides opportunities for qualified General Agents 
Contact Delbert Dumont, Vice President and Director of Agencies 


NORTHEASTERN LIFE INSURANCE COMPANY OF NEW YORK 









Work Of 60,000 Agents Wasted By Toll Of Lapses, Surrenders 


(CONTINUED FROM PAGE 4) 


the frequency of payment plan up, 
mostly term and endowment, sold to 
younger people with lower incomes 
who had little or no insurance. As we 
probed further into the situation with 
agents, managers and the policy-own- 
ers themselves, a pattern seemed to 
emerge. 

The insurance had been sold by mar- 
ginal agents and brokers (there was 
little difference in new and old organi- 
zation). These sales had been made 
to either an original poor market 
which should have been rejected at 
the field or home office, or to an O.K. 
market who had been sold insurance 
which they did not want, did not un- 
derstand and bad no long range fi- 
nancing plan for in mind. 


Failed to Implant Regard 


In the majority of cases, the policy 
had been delivered without explana- 
tion, the initial premium collected, 
and a prompt exit effected. When the 
policy-owner had to take an action 
unaided, i.e., paying his own premi- 
um, he did not do it. The property 
which he purchased was, in his mind, 
either not needed or not worthwhile 
holding on to. 

I believe these lapses were prevent- 
able at point of sale, but not prevent- 
able at time of lapse, because in al- 
most 100% of the cases an agent had 
attempted to salvage the business. 
(This statement should not be miscon- 
strued, because we have no record on 
salvaged business.) 

At the other extreme, the most 
persistent business is permanent life 
plans, sold by good agents or brokers, 
operating under our uniform merchan- 
dising system, to a good quality client, 
who already had some insurance in 
our company. 


Showed Improvement Was Needed 


Out of this, it seemed clearly in- 
dicative that our course of action 
should be improved policy-owner re- 
lations in its broadest sense. 

Our next question was: ‘What is 
policy-owner service?” 

Let us look at it from the policy- 
owner’s point of view: 

—Certainly he wants to do busi- 
ness with a soundly managed com- 
pany, offering a fair price, with suffi- 
cient stability of performance to guar- 
antee claim payment. 

—He wants to be sure that his pur- 
chase of insurance is in right kind 
and amount, and is within his ability 
to purchase. This connotes a reputable, 
trained sales agent. 

—He hopes that this agent will be 
around to see him occasionally and 
help him as needs dictate. This con- 
notes continuity of service. 

—He wants speed, accuracy and 





—@— LOOK TO NORTHEASTERN LIFE 


--» FOR OUTSTANDING SERVICE TO BROKERS 
Now, Northeastern Life offers DOUBLE-DOUBLE INDEMNITY in case of death as c 
result of travel accidents. Available on all ordinary policies to help you with 








completeness for action and inforp 
tion arising out of his contractual J 
lationship. 

We feel this is a reasonable positj 
and should be, as it is, reflected in , 
company policy. Emphasis in so do) 
should, we believe, be placed on 
following: 

—To the maximum extent possip 
the agent-client relationship - sho, 
be fostered and supported. 

—To the maximum extent possip 
all service to policy-owners should} 
personalized. 

We have also concluded that to pro 
erly execute our policy we _ show 
take advantage of modern methodolog 
on the collection, storage and q 3 
semination of facts. This considerati N 
advanced our timing on the purch; f 
of electronic data equipment, togethg 
with proper staff functions—orientgf Edwin M. Su 
— the subject of profitable bus, bis a CLU. 

I 


Talked With Managers 


In the forepart of 1959 we had,J Phillip H. 
thoughtful session with a group of oypave been 
managers. After this session, they eaft Portland 
wrote a careful report containing thejpeen in Inst 
ideas and opinions. Out of this ywyr. Baker s 
concluded we would start right bagperly with I 
at the beginning and re-establish jy 
the minds of our sales organizatio, 
the importance of cash value life ip. John B. F 
surance. This we have done through... since 
term conversion campaign designed tf nch man 
bring some immediate results—true ea succee 
but more important, to firm up oy Hand, fo 
position on permanent insurance t : Dallas. 
the end that our policy-owners will 
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better served. 

The broad results of this program 
are encouraging. Along with this ha; 
gone a tightening of minimum under. 
writing standards for small policies 
and a 25% reduction in lapse maxi-| James H. 
mums for honor clubs and outstand-fas been apr 
ing agency awards. On the positivefeneral agi 
front, continuity of service has beenfresno. Heé 
accentuated, but in balance with ouheen bro 
total sales effort. anager of 
ental of Ca 
, which he 
1955. 





Benevolent Societies 


Are Not Fraternals 


An item in the Nov. 7 issue describ- 
ing the efforts of the Oregon depart- 
ment to put an end to the misrepre- 
sentations of benevolent societies at ee) dir 
two points referred to these organiza- a Mr 
tions as fraternal insurers. The organ- {: - 


Cent: 
Louis B. 1 


izations are not fraternals, were never an capt 
licensed by the department in Oregon, “ 3 
and wiil not be licensed unless the F 
law is changed. These organizations 
are also under fire in Washington, 
where they are operating outside of 
the licensing statute. 







New business of Equitable Life al 
Iowa in November amounted to $12; 
876,846, an increase of 7% over the 
corresponding month in 1958. 
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John Hancock 


Edwin M. Sugg 
has been named 
general agent at 
Poughkeep- 
sie, N. Y. He has 
been with John 
Hancock since 
1948 when he 
joined the Erick- 
son agency at Buf- 
falo as an agent, 
later becoming su- 
pervisor, field as- 
sistant and assist- 
ant general agent. 


Franklin Life 


Phillip H. Bowen and Lyle R. Baker 
ave been appointed general agents 


Mr. -Bowen has 
for nine years and 


. Baker since 1952. Both were for- 


nt backperly with Prudential. 


lish jp 
nization 


Southwestern Life 


life in- John B. Rogers, Waco, Tex., man- 
‘ough thor since 1956, has been appointed 


ened ty 


anch manager at Lubbock. He has 


‘—truefen succeeded at Waco by Charles 
UP ous Hand, formerly assistant manager 


nce ty 
will be t Dallas. 
rogram 
lis has 
under. 
Olicies, 
maxi-| James H. Lucas 
Stand-fas been appointed 
Ositivefeneral agent at 
> beenfresno. He has 
th ourfeen brokerage 
anager of Occi- 
Hental of Californ- 
h, which he joined 
In 1955. 
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sency at Jamaica, 


Manhattan Life 





James H. Lucas 


Central National Life 
Louis B. Kaplan has been appointed 
egional director of agencies at Phila- 
felphia. Mr. Kaplan has been Phila- 
felphia general agent for Security Mu- 
hal Life of New York. 


Pacific Mutual 


Lile F. Hopkins 
has been appointed 
manager at Min- 


neapolis. He has 
been in insurance 
13 years, the last 


four as_ assistant 
manager at Mil- 
waukee of Busi- 
ness Men’s Assur- 
ance. 


Republic National 


Robert V. Winters has been ap- 
dinted general agent at Flint, Mich. 
le had 19 years’ experience in person- 
production and agency management 
tfore going with Republic National. 


United States Life 


Joseph E. Molloy has been named 
maMager of the Di 


Loreto general 
N.Y. He has been 


nthe brokerage business with United 





Changes In The Field 


States Life for the past two years and 
ocfore that was with Prudential for 
four years. 


Nationwide Life 
Donald F. Scott has been named 
district group manager in the White 
Plains and Long Island group sales 
region. He was in the Travelers group 
department for 34% years before joining 
Nationwide. 


North American Life, Ill. 

William L. 
Boyce has een 
appointed regional 
agency superin- 
tendent and will 
operate in various 
southern and east- 
ern states, includ- 
ing New Jersey. 
(The company 
does not operate 
in New York.) 
For more than 25 
years he has been 
in personal pro- 
duction, and as a trainer of agents and 
general agents as well. Most recently 
he was in charge of the Syracuse office 
for Equitable Society and was res- 
ponsible for increasing that agency’s 
volume from $2 million to $16 million 
within five years. He is a CLU. In all, 
Mr. Boyce has developed 16 district 
managers and supervised a force of 
275 agents in Syracuse. 





William Boyce 


Northwestern National 


Jerry E. Laird, district manager at 
Topeka since 1957, has been appoint- 
ed manager of a new agency at Lima, 
O. He has been with the company since 
1946 when he joined the Sioux City, 
Ia., agency. 


Sun Life Of Maryland 


John S. Crockett has been ap- 
pointed district manager at Washing- 
ton, D.C. He started his career with 
Sun Life there in 1934, was promoted 
to field manager in 1936 and chief 
field manager at Indianapolis in 1950. 
In 1951, he returned to the Washing- 
































_ KING-SIZE 
@ RESULTS 
; with — 


P~ STATE LIFE 


y 












Gs 
‘aia > 

Whether you want to be a producing agent or enjoy a mana- 

gerial position the State Life holds tremendous opportunities 

for the man looking for a good, fast-growing, aggressive 

company. State Life offers everything that it takes to interest 

and develop agents and agency managers, including . . . 

e High, liberal commissions 

e Retirement benefits 

e Bonuses for volume and persistency 


e Group life insurance 


e Hospitalization, major medical e Finest... most modern and 
benefits productive direct mail 


Yes, with State Life you get king-size results . . . derive untold 
benefits. Write today—no obligation. 


e Career agent financing 

e Thorough and complete training 
e Full educational facilities 

e Bank draft plan 


DIHL H. LUCUS—Vice-President and Director of Agencies 
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Get utears bakers GCompany 


Indianapolis 


A MUTUAL COMPANY FOUNDED 1894 
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MAN WITH A PLAN 





. 





...a plan to prepare himself for a secure position in the world of tomorrow— 

one of many young Americans, whose educations have been assured through modern 
Life Insurance. He is planning, too, for the day when he'll find that certain 
someone to share in his successes. His awareness of what it has done for him, makes 
it reasonably certain that he'll use the medium of Life Insurance to provide 


a financially sound future for her and that family he hopes to have. 


Modern Life Insurance 
It’s Modern Woodmen 





mam, For 


“oe 


MODERN WOODMEN of America e Home Office e Rock Island, Ill. 


ee 
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WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicage office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in ¢4vance. 
THE NATIONAL UNDERWRITER—LIFE EDITION 


> 








in the actuarial field. 


its staff, 


accident and sickness business. 


attend Society and other meetings. 





ACTUARY 


Here is an outstanding opportunity for a young man with several years’ experience 


1 AMERICAN REPUBLIC INSURANCE COMPANY of Des Moines, lowa began writing 
life insurance in 1951 and now has $43 million of life insurance in force, in addition 
3 to its annual accident and sickness premium volume of $23 million. The Company has 
been using the services of a consulting actuary and at present has no actuary on 


Besides several years’ actual experience in the field, the man desired should have 
passed some examinations and should be approachin 
Society with a desire to complete the work for a Fellowship. This is an unequalled 
opportunity for an actuary to build his own department while experiencing the excite- 
ment of growing with a small life company, but a company which is at the same time 
financially sound with above-average resources as a result of a highly successful 


at least Associateship in the 


Preferred is a man 30 years cf age or younger. The position offers outstanding salary 
potential and excellent employee benefits in addition to the freedom to study and to 


Expenses of moving to Des Moines would be paid by American Republic Insurance 
Company. Write to: Mr. Watson Powell, Jr. Executive Vice President, American 
Republic Insurance Company, P. O. Box 1296, Des Moines, lowa. 











TOP EXECUTIVE POSITION WANTED— 
GUARANTEED RAPID COMPANY BUILDING JOB 


Young man with proven record of building an Agency from scratch. Have started from 
zero to build one of the largest Agencies in a large Eastern Company. $12,000,000 plus 
. average paid production starting with no manpower. Have paid for $50,000,000 


plus of new life insurance in four years of existence. $1,000,000 plus in annual premiums. 
Independent A and H Agency force developed in one year. Over $30,000 in premiums. 
Have recruited and trained seven General Agents and Managers during this period. 
Am a graduate of the Life Insurance Marketing Institute, Purdue University. Salary plus 
stock option desired. My present connection has received my resignation. Write your 
opportunity in detail to: 

John W. Buda, 1527 National Bank Building, Detroit 26, Michigan. 








HOME OFFICE 
ORDINARY SUPERVISOR 
25 year old Life and A&H Company, cen- 
trally located, offers position as Home 
Office Supervisor of Ordinary Life insur- 
ance. Company is licensed in forty states. 
Opportunity unlimited. Eligible man should 
have experience in recruiting, training and 
sales experience in field. Some Home Of- 
fice experience helpful, but not essential. 
Give full information as to age, experience, 
past and present life company connections 
and salary expected. All replies confiden- 


tial. Write Box L-19, c/ The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 


SUPERINTENDENT or REGIONAL 
SUPERINTENDENT OF AGENCIES 
Available February, 1960 


Canadian in early 40's has been with one of 
World's largest multi-line companies 14 years, 
12 years as Agency Manager, two as Agent. 
Present branch has 30 million in force. Desires 
move to U.S. as Superintendent or Regional 
Superintendent of Agencies. Present company 
does not operate in U.S. Very conversant with 
Home Office Agency procedures. Successful ex- 
perience in recruiting and training Agency Man- 
agers. Married, two children. Write Box NY-20, 
c/o The National Underwriter Co., Adv. Dept., 
17 John St., New York 38, N. Y. 














OPPORTUNITY IN SOUTHEAST 
for DIRECTOR of 
BROKERAGE DEPARTMENT 


A dependable, fully qualified Underwriter is 
needed to head our new Brokerage Department 
and establish, by personal contact, Brokerage 
accounts throughout the Southeast. Applicant 
must have proven background of experience in 
quality production of Ordinary. Salary, bonus, 
expense account and valuable stock option. Ours 
is a rapidly growing company. Write Box L-8, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 





PENSION ACTUARIES 
Large firm specializing in employee benefit plan 
service will add two actuaries to its staff. Fellows 
or Associates of Society of Actuaries preferred. 
CONNELL, PRICE & CO., CONSULTING ACTUARIES 
161 Devonshire St. Boston, Massachusetts 

















CAN YOU 
DEVELOP AND SUPERVISE MEN? 


S. CALIF. AGENCY 
WITH MULTI-MILLION DOLLAR 
PREMIUMS NEEDS A 
LIFE INSURANCE SUPV. 


Write Box L-7, c/o The National Under- 
writer Co, 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 





NEED A PRO IN HAWAII? 


C.L.U., age 36, married. Life and 8 times Qualifier 
M.D.R.T.; 13 years. Fire, Casualty, A&S produc- 
tion, too. Moving to Hawaii. Interested in man- 
agement on either company or agency level or 
personal production. Willing to invest time, energy 
(and funds if necessary) in right proposition. 
Reply Box L-16, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








GROUP UNDERWRITER 


Salary commensurate with qualifications and 

experience. Excellent opportunity. Give full 

background information and salary requirements. 
GENERAL AMERICAN LIFE INS. CO. 

1501 Locust St. St. Louis 66, Mo. 








A&S UNDERWRITER 

This opening offers exceptional opportunity for 
future advancement for young man age 25-35 
with two or more years A k S Underwriting expe- 
rience. Prominent Midwest company. Excellent 
starting salary with periodic merit increases. 
Send complete resume and salary requirement. 
Write Box K-79, c/o The National Underwriter 
Co., 175 W. Jackson Blyd., Chicago 4, III. 











Available 
DIRECTOR OF SALES—LIFE 


Presently employed in the Southwest, wishes to 
relocate in the Chicago area. Can submit proven 
record of outstanding sales production. Excel- 
lent recruiter and organizer. Write Box L-I8, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 











ton area. He has been secretary and 
president of Suburban Maryland Life 
Underwriters Assn. and is currently a 
member of the national committee of 
NALU. 


Postal Life 


Leo J. Wasset 
has been appointed 
general agent at 
Blauvelt, N. Y., 
and for Rockland 
county. He started 
his insurance car- 
eer with Phonix of 
Vienna in Austria 
as an agent before 
World War II, and 
eventually became 
inspector of agen- 
cies. Shortly after 
his arrival in the 
United States in 1952, he joined the 
Maccabees as an agent in New York 
and Rockland county, later becoming 
general agent at Blauvelt. 





Leo J. Wasset 


Mutual Trust Life 


Herbert C. Stevens has been ap- 
pointed general agent in the Detroit 
area. His experience includes both 
agent and assistant agency manager 
status with Equitable of New York. 


Colonial Life 


James I. Hyde, 
assistant superin- 
tendent of agen- 
cies at the home 
office, has been 
appointed resident 
superintendent of 
agencies at Pitts- 
burgh. He joined 





Colonial as an 

agency assistant 

in the ordinary 

ce agencies depart- 
James |. Hyde ment in 1952 and 
became manager 


at East Orange, N. J., in 1955. Before 
going with Colonial, he was an agent 
of Connecticut General at New York. 


Occidental Of California 


Raymond F. Elsie has been appoint- 
ed assistant brokerage manager at 
Newark. For the past two years, Mr. 
Elsie has represented Aetna and 
North America in the Newark area. 


Great-West Life 


John B. McLean 
has been appointed 


manager of the 
company’s Mon- 
treal branch. Born 
in Montreal, Mr. 
McLean has had 
seven years’ ex- 
perience in the 
business, both as 


personal producer 
and as a branch 
manager. 





John B. Mclean 


Connecticut General 


In the group insurance and group 
ension organization, S. Jack Garvin 
has been appointed group manager at 
Syracuse; John R. Hammond has been 
named district group pension manager 
at Kansas City; Robert E. Pape be- 
comes assistant district group manager 
at Cleveland, and Charles A. Larson 
is assistant group manager at Pitts- 
burgh. 

In the brokerage organization, the 
following have been appointed assist- 
ant managers: Charles M. Blake Jr., 


ece: F iv, 


Boston; Raymond H. Foster, Atl 
and Thornton Hutchins, Chicago. 

New senior brokerage consul 
are James W. Snell and Mark T. Vo 
both at Boston, and Joseph E. 
rington, New York. 


GUARANTY INCOME LIF 
ward Rizzo has been named di 
manager of the Herpich-Rizzo & 
sociates general agency at New Or 


APPALACHIAN NATIONAL 
has appointed James E. Aycock g 
al agent at Kingsport, Tenn. He 
been with North American Life. 


ACME UNITED LIF of Atlanta 
appointed Max E. Munson vice-p 
dent at Phoenix. In the business g; 
1945, he has been with National L, 
and Security Benefit Life and 
operated his own agency. 
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CONSULTING ACTUARIES 








Alvin Borchardt & Company 
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Detroit Atlanta ‘ 
BOWLES, ANDREWS & TOWNE, 
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CHASE CONOVER & CO. 
Consulting Actuaries 
and 


Insurance Accountants 


332 S. Michigan Ave. 
Telephone WAbash 2-3575 







Chicago 4, Il Hl | 











Consulting Actuaries 
Insurance—Pensions 
2801 North Meridian St. 


Indianapolis 8, Ind. Omaha 32, 


Haight, Davis & Haight, Inc. | 








E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 


Consulting Actuaries 
Accountants 









5002 Dodge St |f 


New ho: 
Was recen 


Bourse Building |f Health, Ec 
Phila. 6, Penna. 








Gouin Scbeman & 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 











HARRY S. TRESSEL & ASSOCIATES 
Consulting Actuaries 
Insurance—Pensions 

10 South La Salle Street 
Chicago 3, Illinois 
FRanklin 2-4020 
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Aelley ‘Anuerson, 
of New Eng- 
id Life presents 
que to Howard 
Holderness, presi- 
Bont of Jefferson 
‘andard Life, and 
Aetiring chairman 
Institute of Life 
mansurance at the 
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Eonual meeting at 
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nr right, editor of 
Bok magazine, 
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TAKES INSTITUTE HELM—Clar- 

nce J. Myers, chairman and president 

New York Life, left, receives gavel 

fom Howard Holderness, president of 

. efferson Standard Life, who is suc- 

Angemgeeeded by Mr. Myers as chairman of 

institute of Life Insurance. Election 

held during the institute’s annual 

meeting in New York. Mr. Myers is 

fmmediate past president of Life In- 
pourance Assn. 


Charles G. Hill, vice-president of 
Massachusetts Mutual, right, accepts 
award of the Freedoms Foundation of 
Valley Forge from H. W. Francis, vice- 
president of the foundation. Massachu- 
setts Mutual won the award for its 
Thanksgiving advertisement, one of a 
series illustrated by Norman Rockwell, 
which appeared in Time, Newsweek 
and the Saturday Evening Post. Mr. 
Hill holds a copy of the ad. 
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New home office building of People’s Life of Washington, D. C. The building 
was recently dedicated with ceremonies at which Secretary Flemming of the 


At the annual 
breakfast spons- 
ored by Chicago 
Assn. of Life Un- 
derwriters and its 
Council of Field 
Underwriters at 
which gifts and 
money are collect- 
ed to be donated 
to two wards of 
the Chicago State 
Hospital, which 
fi the association has 
adopted.” From left: Carl D. Williams, Prudential, vice-chairman of the asso- 
tiation’s community affairs committee—which handles all arrangements with 
the hospital—and helper soliciting donation from Gerhard C. Krueger, Equi- 
table Life of Iowa and president Illinois Assn. of Life Underwriters, and Sol 
Sackheim, agency supervisor Great-West Life and chairman of Council of 
Field Underwriters. 





LIFE INSURANCE EDITION 


NEW HEAD OF LIA—Deane C. Da- 
vis, president of National Life of Ver- 
mont, left, is presented with gavel by 
Clarence J. Myers, chairman and pres- 
ident of New York Life who is suc- 
ceeded by Mr. Davis as head of Life 
Insurance Assn. Election took place at 
LIA’s annual meeting in New York. 
Mr. Myers, a few days before this 
Picture was taken, was elected chair- 
man of Institute of Life Insurance. 


Institute president honored: Holgar 
J. Johnson, right, president of Institute 
of Life Insurance, receives silver tray 
in appreciation of 20 years’ service as 
president, from Howard Holderness, 
president of Jefferson Standard Life 
and retiring chairman of the institute. 
Photo was taken at the recent annual 
meeting of the institute in New York 
City. 


Greeting the Senator: Clarence J. Myers, left, president of New York Life 
and retiring president of Life Insurance Assn. of America; Sen. Bush of Con- 
necticut, who addressed the first day’s luncheon at the recent LIA annual 
meeting at New York; Deane C. Davis, president of National Life of Vermont 
and new president of LIA, and William P. Worthington, president of Hom: 


Life of New York. 


Henry Cabot 
Lodge Jr., United 
States representa- 
tive to the United 
Nations, address- 
ing the second day 
luncheon at the 
recent Life Insur- 
ance Assn. of 
America meeting 
at New York. At 
left is the new 
president of LIA, 
President Deane C. 
Davis of National 
Life of Vermont. 


Milwaukee Agents Meet 

Milwaukee Assn. of Life Underwrit- 
ers held its December meeting at the 
home office of Northwestern Mutual 
Life. The company’s popular insur- 
ance playlet, “Stardust,” was presented 
to association members. 


North American Life of Toronto has 
been licensed in Indiana. 





Dedicates Home Office At Houston 

The new home office of Interstate 
Life of Houston was formally dedi- 
cated by Gov. Daniel of Texas. An 
open house was attended by 400 guests. 

Loren E. Atwood has been appointed 
group department manager to direct 
sales in southern California for Cali- 
fornia Physicians’ Service-Blue Shield. 
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“How do | love thee? ews 
Let me count the ways....” 
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We can think of seven big ways a father can reveal his love for his family, ompany. 


all wrapped up in The Union Central’s famous “Seven Vital Needs” package. Simplicity and sales ent 






consistency have identified it as the most advanced = 


THe sens tart fies: 


and effective programming development in the life mi 


» 


a po NEEDS 





insurance industry. And it’s just one more way we 
support our men in the Field — and brokers, too 
— with motivating merchandising for every selling 


situation! 


The UNION CENTRAL LIFE Insurance Company - Cincinnati 


Security for the American Family since 1867 




















